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® Profitable 


MANILA 
ROPE RACK 


Complete rope department 

is only 2 sq. feet... 

low, compact unit 

Now you can stock all the popu- 
lar sizes right on this compact 
rack...low inventory and high 
turnover in 2 sq. feet of floor 
space. Connected spools let you 
sell any odd length or complete 
50 ft. or 100 ft. spool units. 
Sizes 1%”, %”", %e”, ¥2”, 5” 
and 3%”. This is the modern way 
to handle manila rope. 
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e High Turnover 








MARINE 
ROPE CENTER 


* Low Inventory * Low Cost 
Minimum Space Merchandising Display 
Now you can get a share of the 
fastest growing trade today... 
the big business in marine sup- 
plies and accessories. Watch the 
boats go by...and be sure they 
buy their Marine Cordage from 
you. This new Marine Rope Rack 
(FREE) contains 100% Polyethyl- 
ene Braided Yellow Rope, 100% 
Nylon Braided Rope and Vinyl 
Coated Tiller Cable. All fast mov- 
ing items. 

The rack is only 24 inches high 
and takes up less than one 
square foot of counter or floor 
space. 

Here’s a really low cost, low 
inventory, easy way to get into 
the marine rope business. 








NYLON 
MERCHANDISER 


Puts you in the nylon rope 
business fast...low cost 

The King Cotton No. 5050 Mer- 
chandiser is a complete nylon 
rope department only 24 inches 
high and less than 1 foot square. 
Rope sizes are Ye”, \,”, 4” and 
5,”, your choice as to size assort- 
ment on the 4 reels. Display rack 
is FREE with your order for 4 or 
more spools. This is a fast mov- 
ing number and very profitable. 


POLYPROPYLENE ROPE 


Newest, fastest growing 
synthetic rope... 


The newest, fastest growing syn- 
thetic rope on the market. Put 
up on a merchandiser rack that 
gets you into the business at a 
minimum cost and with the low- 
est possible inventory. This is 
the rope your customers will be 
asking for. It’s stronger than 
polyethylene, longer wearing than 
polyethylene, and has the right 
working feel. Rot resistant, acid 
and alkali resistant, low stretch, 
floats, priced competitively... 
solid braid polypropylene. 

Rack is only 24 inches high and 
takes up less than one square 
foot of counter or shelf space. 
Sizes %&”, Ya”, He”, Ye”. Rack 


ANCHOR ROPE 
STARTER CORD 
SKI TOW ROPE 
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oH 
is FREE with your initial order 
for 4 or more spools. Also avail- 
able in larger put-ups. 
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Get an extra 10% discount over and above the 
regular 40% discount on your order™ of... 


WELDWOOD FIRZITE 
(White & Clear) 


world-famoys penetrating resin 
sealer and undercoater 





oe F 


Stock up. The demand is building. Your customers are 
being pre-sold on these quality products with eye- 
catching, persuasive, frequent advertising in 


[ia ~—s|«~Better Homes 


and Gardens 


THE AMERICAN POPULAR 
HOME; MECHANICS 

















. MECHANIX 
SCIENCE ILLUSTRATED 
*Extra 10% discount applies to 12-gallon—or more—orders of any combination of 
these 3 products. Offer good only on orders received during September, 1960. 





WELDWOOD 
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WELDWOOD SATINLAC’ LIGHTENER 


preserves the light, 
natural tone of all woods 


WELDWOOD SATINLAC 


non-yellowing, self-sealing wood finish 


Don’t wait—order now, while this tremendous 
extra-profit offer is in effect. 


ORDER FORM 


United States Plywood, Dept. HW 9-60, 55 West 44th St., N. Y. 
36, N. Y. 


your September extra-profit offer (special 10% discount 
nter my order (12 gallons or more) for 
PINTS QUARTS GALLONS 
| 

















| 
tinlac Lightener 


Weldwood Satinloc 








O Bill me C) Bill my jobber 


Ship through my jobber 
Jobber Address 
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HELP YOURSELF TO A BUCKETFUL OF PROFITS! 


Dealers will tell you this Cone Mop Bucket doesn’t stay 
in stock long enough to get dusty! 


And talk about fast turn-over, here’s another USS galva- 
nized product dealers can’t keep in stock. This Trash Can 
moves out of the store as fast as it’s put on display! 
Your customers know the USS label stands for @ USS fin- 
est quality galvanized steel @ USS deeper corrugation for 
extra strength @ USS tight seams overlapping in key places 
@ USS double seam raised bottoms @ USS drop handles 
and sure-fit covers. 

See the USS ads this month in Sunset Magazine, Better 
Homes & Gardens and Sunday newspaper magazines. Both 
these top-sellers are featured! 

Check your hardware or nursery jobber about the com- 
plete lines of USS galvanized ware and garden tools. If you 
can’t find what you want, call or send us a card. 


ed trademark 


United States Steel Products 
Division of 
United States Steel 





5100 Sante Fe Ave., Los Angeles, Calif. « 1849 Oak St., Alameda, Calif. 
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NEW OPTIONAL REEL FEATURE 
MAKES TUBBS ROPE 
MERCHANDISING RACK MORE 
VERSATILE THAN EVER 


TAKES ONLY 35 INCHES 

OF FLOOR SPACE... 
HOLDS 160 LBS. ROPE 
TYPICAL DISPLAY COMBINATIONS 


2 3 
fit; 
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bbe 
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POLYETHYLENE 

















self-sery _coil-ette ready-measured _reel 


YO J RS 10 USE New last year, Tubbs Rope Merchandising Rack now offers a newer optional feature 


— rope reels — another profitable way for you to display and dispense Tubbs Cordage 


products. Manila, Nylon, Dacron, Polyethylene and Polypropylene rope is available 
in this put-up in sizes from ,” dia. through %” dia. For dealers who prefer to display 


just cartons and coils, the two reel spindles can be easily removed to allow full use 


of all four shelves. 
OU BUY Your order of $100 or more of Tubbs Rope will start this rack selling in your store. 


Order now from your distributor and your rack and rope will be shipped prepaid 


+100 OF ROPE direct from the factory at once. Or write to Dept. H. 


MAIN OFFICE: 200 BUSH ST., SAN FRANCISCO 4, CALIF (A0E8s~, 
OTHER OFFICES: SEATTLE * PORTLAND * LOS ANGELES TAOPE * TWINE]| CORDAGE 
NEW ORLEANS * HOUSTON * CHICAGO * NEW YORK NY, COMPANY 


MILLS AT SAN FRANCISCO AND ORANGE, CALIF.; SEATTLE, WASH. 
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COMMEN T— 


Have You Got A Secret ? 


If you think you have no secrets from your customers, then check this 
list : 

Do you have all of your merchandise out on open display in your sales 
room? 


Is each item price-marked? 


Do you highlight all new merchandise by featuring it in window or pro- 
motional display areas and in your ads? 5 


Do you have signs displayed in a prominent place to announce those 
services offered such as credit, rentals, delivery, glass cutting, etc.? 


If any one or more of the answers to these questions are no, then you 
have a secret or secrets that you are keeping from your customers. Your 
secrets may be costing you many possible sales. 


Customers usually entered an old-time hardware store only when they 
needed something. Impulse sales in those days were very scarce. Today, 
most persons who enter a hardware outlet buy more than they intended. 


This is true when the store is the type that could answer yes to all above 
questions. 


Impulse business is that extra something that you need to make your 
store volume continue to grow. Practically each item on your sales floor 
will be an impulse item to someone. Even a washer can be an impulse 
item to a person who is reminded by the sight of the item that there is or 
will be a need for it. 


Keep your sales area like a “catalog in person.” All shelves should be 
clean and the stock neatly arranged to help the wanderer select as many 
items as possible. 

Don’t rush your customers with that hackneyed phrase “Can I help 
you?” Encourage them to look around the store as long as they want so 


that no part of the store remains a secret to them. The more they see, 
the more they will buy. 


Don’t keep any secrets from them. 


Will Clon 


5 





OUR READERS WRITE 
... to the Editor 


Thanks from Hardware 
Packaging Committee 
Dear Editor: 


I want to thank you very much for 
your article in HARDWARE 
WORLD relative to the doings of the 
Hardware Packaging Committee— 
you have been most cooperative and 
we very much appreciated your in- 
terest and help. 

I regret that you were unable to 








the odds are 


you'll sell more 


make the June 10 meeting. I read 
your two letters, and also commented 
on the fact that we had two retailers 
who are such avid fans of better 
packaging. 

I commented on the fact that we 
must have a team deal, i.e.: hard- 
ware publications should see fit to 
print material relative to our prog- 
ress. They are as interested in the 
success of the hardware business as 
the manufacturers and packaging 
people are. 


Kindest regards, 
Roy Connell 
L. D. Connell, Chairman 
Self-Service Committee 
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send for information 


Your CHANNEL- 

LOCK sales opportuni- 
ties are better than ever... 
4 times better. The reason? 
You now can offer your cus- 
tomers their choice of not 
merely one but four distinct 
sizes of CHANNELLOCK 
Pliers. The wider thechoice, 
the surer the sale! Best of 
all, each member of this 
CHANNELLOCK family 
foursome has established 
itself as a fast-seller .. . 
hundreds of thousands of 
them are sold every year. 
Show ’em ail four... and 
you’ll sell all four. 


5 8 TIMADYIN 
Seg Woe 


Lea 


(also available 
with smooth 
jaws—No. 415) 


on our special Channellock 
“pomeily fowoma’ display board No. 400-D 


CHAMPION DeARMENT TOOL 





DVILLE, PENNSYLVANIA 
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Interested in SBIA 
Dear Sir: 

In the July 1960 issue of HARD- 
WARE WORLD there is an article 
by Ralph W. Crosby concerning firms 
licensed by the Small Business Ad- 
ministration under the Small Busi- 
ness Investment Act. Can you give 
me the name and address of the 
licensed company in Colorado. 

Respectfully yours, 
0. J. 


The licensed company in Colorado 
mentioned in the column is Central 
Investment Corporation of Denver, 
15th and Arapahoe Sts., Denver 2, 
Colo.—Editor. 


SIDE LINES 


YOU’LL GET A BOOT OUT 
OF THIS if you sell Bolens 
Chain Saws. A special certifi- 
cate is given to dealers with 
each chain saw stocked. Space 
is provided on the certificate for 
the name, address and shoe size 
of the buyer. This certificate is 
returned to Bolens Products Di- 
vision, Food Machinery & Chem- 
ical Corp., Fort Washington, 
Wisconsin, where a pair of 
boots (valued at $22.95) is or- 
dered to be sent directly to the 
chain saw buyer. 


A SKULL CAP got Republic 
Molding Corporation into the 
housewares business. Fifteen 
years ago the firm started in 
Chicago manufacturing ice cube 
trays out of Polyethylene for 
refrigerator manufacturers. 
About that time a salesman sug- 
gested making children’s skull 
caps out of plastic. The die- 
makers worked night and day to 
come up with a suitable skull 
cap. Just about the time they 
were ready to give up one of the 
die makers brought into the of- 
fice not the skull cap they were 
aiming for but a perfect poly- 
ethylene bowl. It was made from 
the experimental die by some 
slight revisions. This fall the 
company will celebrate their 
15th anniversary by breaking 
ground for their modernistic 
and much larger plant in Niles, 
Illinois. 


TOY SALES may break all 
existing records in 1960, accord- 
(Continued on page 10) 
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y : NUMBERS 
DYER Yai ia ane LETTER 


. as easy to apply as a bandaid . . . just peel off the backing and press 
into place .. . completely waterproof and permanent. Dyer has the most 
complete range 1%” thru 6”...Scotchlite (reflects at night), plain 
Scotchcal, all-black, or gold Mylar. Handsome free displays with 
assortments! The fastest selling line in America. 

A PRODUCT WITH A MILLION USES 
BOAT NAMES & NUMBERS TRUCK & FLEET MARKINGS 
MAIL BOX NAMES & NO’S. CURB & HOUSE NO’S. 
OUTDOOR & ROAD SIGNS WINDOW & DOOR SIGNS 





JOBBERS IN PRINCIPAL CITIES OR SEND FOR OUR 
NEW ILLUSTRATED CATALOG 


.. your fleet, club, or company emblem custom made to order. 
Write for details. 


DYER SPECIALTY CO., INC., 
13019 Los Nietos Road, Santa Fe Springs, California 





EMPIRE BRUSH 


MOR 


REASONS THAN ANY 
OTHER BRAND !!!!!! 


OUTSEL ESM] nicer 


ALL OTHERS! 


EMPIRE BRUSHES, INC. ® PORT CHESTER, NEW YORK 
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can be 
Snipped Apart 
in Seconds 
to become 


4One 50’ Roll 
and 
One 25’ Roll> 


WIRE 
PRODUCTS 


TRIPLE 


PACK 


HEX 
NETTING 


NO CUTTING * ONE PACKAGE « THREE 
LENGTHS THAT SELL ¢ NO REMNANTS! 
Stop spending 20 minutes per sale. Make each 
sale in 1 minute or less! Enjoy full-roll, full- 
profit sales. 

In 1” or 2” Mesh—20 Gage — Standard Widths 


No Unrolling! No Measuring! No Re-rolling! 
No Tying! No Scrap! 


Stree (1S (ARF) GILBERT & BENNETT 


QuALITY Georgetown, Connecticut e Bluelsitand, Illinois 
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SIDELINES (Cont. from page 6) 
ing to a report issued by Charles 
S. Raizen, president of the Toy 
Manufacturers of the U. S. A., 
Inc. Shipments by members of 
the association during the first 
six months were 9.3 per cent 
above those for the same period 
of 1959, the report noted. 


FATHER’S DAY SALES 
WERE UP in June 1960 despite 
cold and rainy weather in most 
areas. The overall national vol- 
ume increased by 3 per cent, ac- 
cording to Father’s Day Coun- 
cil, Inc. In some sections in- 
creases ranged from 5 to 60 per 
cent, according to confidential 
figures received in a survey of 
retailers. 


LITTER-DROPPERS will be 
discouraged by a program to be 
developed at the Western States 
Conference of Keep America 
Beautiful, Inc., to be held in Los 
Angeles on October 14. Litter 
prevention ideas will be initi- 
ated. Hardware dealers can 


promote anti-litter campaigns 
of their own by featuring litter 
containers for car and camp. 


A SNOW SLED tested last 
winter in a 1200-mile cross- 
country expedition through 
Alaska, will be exhibited at the 
Kohler Co. space at the Nation- 
al Hardware Show in October. 
It is known as the Sno-Travel- 
er in the United States. It is 
known as the Autoboggan in 
Canada. It will climb a 45-de- 
gree slope, batter its way 
through heavy brush, and cruise 
up to 24 miles per hour on the 
level. This will be featured 
among a variety of Kohler en- 
gine applications for snow 
plows, sleds, garden tractors 
and golf carts, etc. 


A NEW BIKE TRANSMIS- 
SION and brake unit eliminates 
handlebar controls. Called an 
“automatic transmission and 
power brake assembly,” it in- 
corporates two shifts, a low for 
starting and hill-climbing, and 
a high for “cruising” speed. The 





Another 
FULLER 


MASTER 
MERCHANDISING 


FIRST" 


Fuller products are made in U.S.A., 
England and other countries, of the 
highest quality materials, by skilled 
craftsmen . . . designed for service 
. . « and rigidly inspected to pre- 
serve Fuller Quality and Reliability. 


See us at the Show 


BOOTH #70 


f FULLER'S aaa 


| ADJUSTABLE 


Super Deluxe 


ADJUSTABLE 
WRENCH 


Assortment No. 1000 


Drop forged, Rockwell tested steel 
for perfect hardness. FULL TOP- 
TO-BOTTOM CHROME, GROUND, 
POLISH, 2 ea. of 4 sizes, 6", 8", 
10", 12" . . . fast sellers at $1.80 
to $4.20. Values to $5.70. Carded, 
pre-priced, on FREE stand-up or 
hang-up metal display rack. These 
belong up front! 


ORDER TODAY! 
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unit is manufactured by Bendix 
and will soon be on most of the . 
leading bicycles manufactured 
in America. The unit is con- 
tained in a bicycle hub, such as 
is used for a regular bicycle 
coaster brake. 


UPDATED & NEW 
HARDWARE FIRMS 


CALIFORNIA 


RICHMOND — Stanley Silva 
and Al Good have purchased the 
Richmond Hardware Co. at 635 
Macdonald Ave. Silva has been 
connected with the firm for the 
past nine years. The store is 
one of Richmond’s oldest busi- 
nesses, having been founded 54 
years ago by Theodore Iverson. 
Good, an experienced hardware 
man, has been operating a pow- 
er tool business in Walnut 
Creek. The new owners an- 
nounced that they will continue 
with the firm’s policy and staff. 
They are planning expansions 
in special departments. 


ROSEVILLE — Miller’s has 
completely remodeled the hard- 
ware department and is under 
the management of Bill Meyers. 
He has been in the hardware 
business for some 32 years. In 
celebration of the moderniza- 
tion of the store, a special sale 
took place. 


SAN FRANCISCO — Simon 
Hardware Co. of Oakland, an- 
nounced it has completed ar- 
rangements for a $2 million 
branch store in the Palma Ceia 
shopping center, Hayward. This 
will be the company’s fifth ma- 
jor expansion within a year. 
Construction is slated to begin 
in 1961 and completion sched- 
uled for September, 1961. The 
new store will have 98,000 
square feet of space including 
warehouse area. 


SANTA CLARA — Mariposa 
Hardware located in the Mari- 
posa Shopping Center cele- 
brated its grand opening recent- 
ly. The new store is owned by 
Herbert Elson and Harold 
Steiner. The whole shopping 

(Continued on page 58) 
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on fast moving 
Spring Garden 


ent > See 4 Q y, PROFIT 


Accessories 


3ISQUARESPRAYS’ retail dealer’s 


The only sprinkler that really waters and sat- value cost 
urates a square area from 2’x 2’ to 35’x 35’. 

GETS THE CORNERS! SAVES WATER! 

NO WET WALKS! Designed for tandem 

hook-up to allow several SQUARESPRAYS 

to be used in series. Built-in cartridge chamber $ 
allows fertilizing while watering. All metal 58 85 . 


construction. List Price: $2.95 each. 


DEALER BUYS 





1 2 BOXES (1 Counter Display) 
WATERFEED" 30-10-10 


FOR LAWNS: Concentrated, cartridge-form 

fertilizer, water-soluble. WILL NOT BURN. 

Odorless. Non-toxic, safe for use around chil- 

dren and pets. One cartridge will effectively 

fertilize 50 sq. ft. For use with SQUARE- 

SPRAY® #954 WATERFEEDER® and $ 
other fertilizer applicators. Box 20 cartridges. 

List Price: $1.00. . ® 





6 each (1 Counter Display) 
WATERFEEDER'* MopEL 954 


Fertilizer applicator for cartridge or tableted 

water-soluble plant foods. Attaches to any type 

watering or sprinkling device, SQUARE- 

SPRAY®, soaker, hose, faucet, etc. Holds as $ 
many as 4 WATERFEED® cartridges at one 

time. List Price: $1.99 each. ® 





2 BOXES BULK-PACK 
WATERFEED' 30-10-10 
The economy-pack. Contains 200 fertilizer 


cartridges. Once your customers buy WATER- 
FEED® in regular size pack, they want to 


buy bulk-pack fertilizer cartridges and save. $ 
Takes small space but returns big profit. 3g 90 
List Price: $4.95 each. * s 





AND YOU GET 3 
SQUARESPRAYS 


FREE ‘385  *0.00 
SLB Ae ee 


PLUS: FREE POINT OF PURCHASE $51.54 
MATERIALS, SHELF TALKERS, STATE a profit 91.03 
MENT STUFFERS included in each promo ‘ 
tion package. of 48% = $7451 PROFIT 
— on fast moving garden products that 
relate to each other for multiple sales. 
Please erder by name 
“Promotion Pack #156" 
No orders accepted after January 31, 
c=. / 1961. Delivery anytime. Order as many 
Contributions to finer gardening : as you like but order NOW. If your 


bber is able to s 1 y - 
PROEN PRODUCTS CO., 9th & Grayson Streets, Berkeley, California tect the PROEN PRODUCTS CO. 
For Details Circle 11 on INQUIRY CARD 
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ARTY ARRANGEMENT is this wal- 
nut-finished planter. Designed in shape 
of artist’s pallet. Planter is 13-inches 
long, 9'4-in. wide and 3'-in. high. 
Brass legs are lacquered for long-life. 
Planter is an Andre Pierre Paris orig- 
inal.—Keen Industries, Inc. 
For Details Circle 100 on INQUIRY CARD 


CONTROL PANEL for electric appli- 
ances. Panel has outlets for six ap- 
pliances. Included in control panel is 
clock-timer. Unit can be wired for 
220-volt in addition to 115-volt. Ver- 
satile panel can be installed in base- 
cabinets, flush wall-mounted, etc. Sun- 
beam Corp. 
For Details Circle 103 on INQUIRY CARD 
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SOLVE ALL MITER PROBLEMS 
with “Angle-Rite” miter-gage, states 
manufacturer. Die cast alloy gage 
has clamping base, swivel base and 
backing guide and plate. No special 
saw is needed. Cuts angles from 90° 
to 45° without miter box.—Nielsen 
Saw & Mfg. Company. 
For Details Circle 101 on INQUIRY CARD 
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NO-JUMPING THE TRACK with this 
aluminum sliding door hardware. 
Track has trough for nylon wheels to 
eliminate wedging, chattering and 
dirt-obstruction. Steel hangers and 
nylon floor guide are adjustable. One- 
size screw is standard for all parts.— 
National Lock Company. 
For Details Circle 106 on INQUIRY CARD 
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ROLL-UP LADDER is made of alu- 
minum. Ladder unrolls and locks in 
position. Will support 1000-pound 
load. The 16-foot size ladder rolls up 
into 20-inch diameter bundle for easy 
handling. Ladder weighs about 24- 
pounds. Available in 12 or 16 feet.— 
Aladdin’s Products, Inc. 
For Details Circle 102 on INQUIRY CARD 


OPENED WINDOW LOCK said to 
prevent forcible entry through par- 


tially opened windows. Standard 
Safety Window Lock No. 220-BB auto- 
matically locks double hung windows. 
Installed with screw driver. Bright 
brass finish.—Shelby Metal Products 
Company. 

For Details Circle 105 on INQUIRY CARD 
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For additional information 





on any item shown on these 





pages, please circle number 
on the Reader Service Card, 
facing Page 61 in this issue 


RUG SKIDDING can be stopped with 
Elmer’s Floor Grip. Four or eight 
ounce squeeze bottle has spreader- 
applicator. For use on scatter rugs 
or items such as bookends and ash- 
trays. Adhesive is said to be harm- 
less.—The Borden Chemical Company. 
For Details Circle 104 on INQUIRY CARD 


PORTABLE FIRESCREEN is free- 
standing and set with ceramic tiles. 
Screen is 40 inches wide and 30' 
inches high. Pull chain opens and 
closes screen. Handset tiles come in 
three color schemes of blue and green, 
brown and black and white.—Fred 
Meyer of California. 
For Details Circle 110 on INQUIRY CARD 
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FLOOR SCRUBBER washes, scrubs 
and sweeps. Attaches to garden hose. 
Four-foot aluminum handle has shut- 
off valve. Plastic bristles in head for 
long-life. Other model has same fea- 
tures plus detergent chamber with 
shut-off valve—Empire Brushes, Inc. 
For Details Circle 111 on INQUIRY CARD 


TWO-MAN POWER DRILL is heavy 
duty and portable. Designed for earth 
and ice drilling. Engine is 24% h.p., 
2-cycle air cooled. Automatic clutch 
disengages at idle speeds. Weighs 
less than 50 pounds with average 
size auger. Will drill from 2 to 12- 
inch hole.-—General Equipment Co. 
For Details Circle 107 on INQUIRY CARD 


NO FOOD STICKING when pan is 
sprayed with Stik-free. Said to be 
completely harmless. Pans are sprayed 
then baked for an hour. Coating lasts 
up to six months.—Northern Indus- 
trial Products Ltd. 

For Details Circle 108 on INQUIRY CARD 


bi 


INFRARED LAMP for drying, bak- 
ing or setting of material. Hand model 
infrared heater uses Eagle Glocoil 
element 415A in 250, 375 or 500 watt 
sizes. Said to be ideal in thawing re- 
frigerators, frozen pipes and radi- 
ators.—Fostoria Corporation. 
For Details Circle 109 on INQUIRY CARD 


WRAP-AROUND WINDOW FORM is 
shipped flat and assembled by one man 
in seconds. Fits any standard base- 
ment window. Rolite window is made 
of durable primed steel. Available in 
three sizes to fit poured concrete or 
block wall thicknesses.—Rolite Manu- 
facturing Inc. 
For Details Circle 112 on INQUIRY CARD 
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Use Inquiry Postcard for Further Information About 


NEW PRODUCTS 





“MULTIBIN” JIFFY CABINET is 
designed for orderly storage of small 
items, introduces drawers of greater 
depth. All drawers can be sectioned 
in three bins by use of dividers fur- 
nished.—Campro Products, Inc. 

For Details Circle 131 on INQUIRY CARD 
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GALAXY FOUNTAIN-PLANTER for 
indoor-outdoor use is simple to in- 
stall. Artistically different for decora- 
tive oral display. High conical spray 
affords no overflowing.—General Plas- 
tics Corp. 

For Details Circle 132 on INQUIRY CARD 


KEYLESS BICYCLE LOCK features 
a heavy steel, 134”-wide body and 5”- 
long shackle, thousands of possible 3- 
number combinations for security and 
sturdy record tag attached.—Slay- 
maker Lock Company. 

For Details Circle 133 on INQUIRY CARD 
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JET SPEED HOSE NOZZLE has no 
metal seat to leak, no threads to car- 
rode, no springs to rust or break. One- 
half turn of barrel gives user power- 
ful stream to gentle mist.—Gilmour 
Manufacturing Company 

For Details Circle 134 on INQUIRY CARD 


<i 


AQUA HONE precision knife sharp- 
ener is powered by water. Simply 
attach to threaded laundry tub tap or 
to kitchen tap with adapter. Force 
of water pressure spins oxide wheel. 
—Sun Enterprises, Inc. 

For Details Circle 135 on INQUIRY CARD 


PORTABLE IRONING BOARD is 
ideal for women who have travel 
irons but upon arriving at hotel or 
resort find no board upon which to 
press. Is 1744” x 8” folded. 35” un- 
folded.—Huber Industries, Inc. 

For Details Circle 136 on INQUIRY CARD 


WIFESAVER, WORKSAVER electric 
carpet sweeper is lightweight. Re- 
quires no hard pushing or bearing 
down. Foot-operated adjustment for 
nap thickness.—Durez Plastics Div., 
Hooker Chemical Corp. 

For Details Circle 137 on INQUIRY CARD 


FLATTENED BALL CONSTRUC- 
TION is the secret of the “Ever-Wear 
Seal” said to fix any standard faucet 
in 10 minutes. Made of neoprene and 
unaffected by hot or cold water.— 
John L. Chaney Instrument Co. 

For Details Circle 138 on INQUIRY CARD 


GLU-BIRD has 
‘“‘Handy Hook’’ 
cap and Colorama 
spout with easier 
opening tip and 
detachable cap 
for snug sealing. 
New 1% oz. size 
ideal for home, 
school, office and 
hobbies. Consum- 
er hangs Glu- 
Bird on nail.— 
Wilhold Glues, 
Ince. 
For Details Circle 139 on INQUIRY CARD 
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New Irwin “self-serve” merchandisers 


build auger bit sales . . . give faster dollar turnover 
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M-88 Merchandiser. Consists of free display panel 
and 20 Speedbor “88” electric drill bits with 4%” 
bits in new Sellopak dress-up jackets. One each shanks in new Sellopak dress-up jackets. Two 
of sizes %4, He Yr Kor Yar Hor Yor Yor Yar "Mor Yor Ho each of sizes 4, %, %, %, %, % and 1”. One each 
and 1”. of sizes Ks, Ke, Xe, “or He and "Ke". 
“627 Sellopak Display Jacket Speedbor “88” Sellopak Display Jacket 





M-62T Merchandiser. Consists of free display 
panel and 13 best selling irwin 62T hand brace 





M-62T and M-88 Merchandiser free display panels... pay only for stock 


® Two combination offers of best selling 62T hand 
brace bits and Speedbor “88” electric drill bits 
with free display panels. 


baked enamel finish. Hooks are permanent type. 


© Mount either display panel with complete stock 
in only 1434” of space on peg board, door, wall, 
@ All bits packaged in Irwin’s new self-selling end of island tables. 
Sellopak dress-up jackets. Bit heads are plastic 


: ; ®Each unit individually packed complete in 
coated to protect cutting edges and screw points. 


shipping container. M-62T weighs only 4 lbs., 


@ Free all-metal display panels come in 3-color M-88 weighs only 3 lbs. 


© IRWIN E88 ELECTRIC DRILL BIT EXTENSION © 


Soewatly Dewgord tor ine Speedie 8 





No. 430 
Screw Driver 
Merchandiser 

Free Display Panel | 
30 Drivers 


New Irwin E88 Hang-Up Card 
fits in 8” space 


Hangs on peg board, nail, or pin. Unit in- fits all power bits with 14” shank. Adds 12” 
cludes new E88 Bit Extension and Allen reach. Precision-ground “flats” chuck per- 
wrench for tightening set screw. Extension fectly. 6 to box. Weight: 4 lb. each. 


Micro-Dial Expansive Bits in new Hang-Up Box 


: @ The Irwin Expansive Bit that lets you dial 
@ All-metal display E ‘ 


with 2-color baked 

enamel finish. 

@ 5 best selling Irwin screw driver sizes. 
V4, dozen 400 Series Machinist type, 3”, 
4” and 6” sizes. 4% dozen 4000 Series 
Phillips type, No. 1 pt., 3” size. 4% dozen 
Phillips No. 2 pt., 4” size. 

@ Packaged one to shipping container. 
Weight: 74% lbs. 


Write for New 
Irwin Catalog No. 53 
and Prices 
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awie 
miCRO-DIAL 


The Irwin Auger Bit Company, at Wilmington, Ohio, since 1885 


your size. Precision-made, one-piece drop 
forged construction, heat treated and tempered 
full length, fully polished. 

@ Two sizes. No. 21 bores 19 standard size holes, 
54” to 134”. No. 22 bores 35 standard size holes, 
¥% to 3” 

@ New Hang-Up Box fits on peg board, nail or 
pin. Small and handy to use at multiple traffic 
points throughout store. Invites extra “sight 
sales” for extra volume. 


Lockhead Expansive Bits in New Hang-Up Box 

@ New Hang-Up Box lets you display steady 
selling Irwin Lockhead Expansive bits in small 
space areas for more “self-serve” sales, 

@ Two sizes: No. 1 bores 15 standard size holes, 
% to 1144”. No. 2 bores 35 standard holes, sizes 


@ One-piece drop forged construction, heat 
treated full length, wedge-type blade lock, fully 
polished for extra sales appeal. 


Order from your Irwin wholesaler today 


For Details Circle 13 on INQUIRY CARD 








Use Inquiry Postcard for Further Information About NEW PRODUCTS 





PORTABLE BENDER precisicen bends 
sheet metal and wire into any shape 
or form. Bends sheet metal up to ” 
thick x 14%,” wide x any length. Can 
be held in hand or clamped in vise.— 
The Hahn Co. 

For Details Circle 113 on INQUIRY CARD 


RFD MAILBOX represents first major 
RFD mailbox styling improvement of 
late. Box combines practical features 
in addition to beauty. Heavy gage 
stamped zinc coated steel insures 
long life—Lux Mailbox 

For Details Circle 114 on INQUIRY CARD 


SMALL-SIZE POWER ROLLER 
packs 500 pounds of rolling weight 
when filled with sand and water, yet 
handles with ease of lightweight 
power lawn mower. Use over seeded 
areas, etc.—Rowco Mfg. Co., Inc. 

For Details Circle 115 on INQUIRY CARD 
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WHIRL-A-GIG is a new pattern in 
Franciscan Whitestone Ware and is 
distinguished by a pattern of flower- 
ing leaves in beige, green and grey. 
Coupe shape starter set includes 16 
pieces.—Gladding, McBean & Co. 

For Details Circle 116 on INQUIRY CARD 


AUTOMATIC ELECTRIC CAN 
OPENER is designed as counter unit 
with wall mount included. By pushing 
one lever, can tops are automatically 
pierced, cut and removed by magnetic 
lidlifter—Hamilton Beach 

For Details Circle 117 on INQUIRY CARD 


RING-A-MOP is sponge yarn mop 
that wrings itself dry automatically. 
Has automatic wringer action—hands 
never touch water. Bigger mopping 
surface absorbs more water.—Quickie 
Manufacturing Company 

For Details Circle 118 on INQUIRY CARD 
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WONDER HORSE SADDLE features 
an authentic “Old West” flavor with 
saddle horn and hand-tooled-look de- 
tailing. Children can saddle up and 
bed down their Wonder Horse at will. 
—Wonder Products Company 

For Details Circle 119 on INQUIRY CARD 
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STRONG UPDRAFT of air to flow 
through the charcoal, supplying rapid 
flow of important oxygen and causing 
charcoal to ignite quickly and burn 
steadily is function of Char-Base.— 
The Bares Company 

For Details Circle 120 on INQUIRY CARD 


CONCEALED PANIC EXIT device 
offers precision construction and re- 
sponds instantly to push. Device op- 
erates from the inside even when door 
is locked from outside.—Jackson Exit 
Device Corporation 

For Details Circle 121 on INQUIRY CARD 
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Adjustable Shelf Hardware 





E Za No. 180 Bracket 


No. 256 Support 
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Sliding and Folding Door Hardware 


K-V 858 K-V Ezy-Fold 
Overhead Sliding Folding Door 
Door Hardware Hardware 


With this packaged K-V slid 

ing door assembly, profes- aes 
sional builders and even the 
most inexperienced home 
owner can install sliding 
doors quickly and easily 
Smooth operation, long life 
are guaranteed. No special 
tools required. Package con 
tains all hardware and easy 
to-follow instructions 


Easy to install. Fits any door 
of any material, size or 
weight; simplifies stock prob- 
lem. Single track or double 
track models assure sag-free, 
tight-fitting doors. Comes in 
a complete packaged assem- 
bly, with all hardware and 
easy - to - follow instructions. 
No special tools or skills are 
necessary. 








No. 187 Bracket 


No. 87 Standard 


K-V 1195 Closet Shelf and Rod Support 
Supports closet shelves and clothes hanger 
rods at the same time. Shelves up to 12” 
can be screwed to the brackets; any wood or 


metal rod up to 148” diameter slips easily into 
the special holders. Can also be used as a 
center support for shelves and K-V 2 adjustable 
rod. Heavy wrought steel, neutral gray finish 
10” high, 11” wide 





¥ Top Quality 4 Easy Installation 4 Trouble-free 


...and the best known line in the busine 








quwes 


you more 


of what youre 


ee Performance FAL) / 


ness! 





K-V 1 CLOTHING CARRIER Virtually doubles closet 
space. Easily installed. One pull and an entire 
wardrobe glides into easy reach. For closets 10” 
to 48” deep. Bright nickel-plated finish. 


K-V 690 SINGLE ROW PAN RACK Holds 7 utensils. 
Bali-bearing carrier slides out at slightest 
touch, Fastens on underside of shelf. Only 
242" wide, 20” long. Bright chrome finish. 


K-V 792 DISAPPEARING TOWEL RACK Has two 
bars which easily slide on ball-bearing carriage. 
Designed for limited space. Side mounting. 20” 
long, 342” wide. Bright chrome finish. 


Closet and Kitchen Fixtures 


K-V 2 EXTENSION CLOSET ROD Five sizes to fit 
any closet. Won't sag under heavy loads. Easy to 
install. Ideal for closets too shallow for K-V 1 
clothing carrier. Bright, nickel-plated finish 


K-V 790 DOUBLE ROW PAN RACK Holds 14 pans 
neatly and orderly; glides into reach, disappears 
back into cupboard. Fits on underside of shelf 
51%” wide, 20” long. Bright chrome finish. 


K-V 793 DISAPPEARING TOWEL RACK Fastens to 
either side of cabinet or wail. Has 3 bars that 
glide in and out at a touch on ball-bearing car- 
riage, 20” long, 5” wide. Bright chrome finish 


K-V 3 GARMENT BRACKET Puts waste space to 
work. Holds six of more garments on hangers. 
For closet wails or doors. Available in 5” or 10” 
lengths. Bright chrome finish. 


K-V 791 SLIDING CUP RACK Glides 12 cups into 
reach, back again. Saves space, eliminates 
chipping and breaking. Fastens underneath shelf. 
18” extended, 11” closed. Bright chrome finish 


K-V 798 DISAPPEARING TOWEL RACK Has 4 bars 
that slide in and out at a touch on ball-bearing 
carriage. Fastens under cabinet or cupboard 
shelf. 20” long, 51%” wide. Bright chrome finish. 
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COLD - MIST HUMIDIFIER is a 
lightweight portable unit made to 
“unseal” dry home discomfort. Can 
be used around the clock to relieve 
discomforts of low room humidity.— 
John Oster Mfg. Co. 

For Details Circle 122 on INQUIRY CARD 


KING-SIZE sweep rakes do the work 
of three normal rakes. Comes in 30”, 
36” and full 44” widths. Rust-resist- 
ant spring steel tines are anchored 
in formed aluminum = extrusion. — 
Gardex, Inc. 

For Details Circle 123 on INQUIRY CARD 


7 ithe 
f 
A 9 


TAKE GOOD CARE of your knives 
with this electric hone, a light, com- 
pact “hand-hold” unit. Hone strokes 
knife blade 7200 times a minute for 
keener cutting edge.—Burgess Vibro- 
crafters, Inc. 

For Details Circle 124 on INQUIRY CARD 
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PETITE PURSE-LIGHT is designed 
for the ladies and is fashioned as a 
companion piece for lipstick refill 
cases. Clips on to mirror case or key 
chain. Is 344” long—Bright Star In- 
dustries, Inc. 

For Details Circle 125 on INQUIRY CARD 


FLEX-SAW is a portable electric saw 
designed for linoleum and floor tile 
installation trade. Makes 90 degree 
inside corner undercutting. Cuts 2-'4 
on a vertical cut.—Algo Specialties, 
Ine. 

For Details Circle 126 on INQUIRY CARD 


“FAST DRAW” safety holsters allow 
welders, carpenters, plumbers, mill- 
wrights to carry hammers at their 
belt. Of heavy full grain saddle 
leather, comes in 3 models. — Atlas 
Welding Accessories, Inc. 

For Details Circle 127 on INQUIRY CARD 


WALL MOUNTED “Open-It” com- 
bines three, openers in one ... can 
piercer, bottle opener and jar lid 
opener. “Open-It” is nickel plated and 
is packaged in blister pack with 
screws.—Masonware Company 

For Details Circle 128 on INQUIRY CARD 


“RAIN DRAIN” is a large unbreak- 
able drain to place under leader pipes, 
drain spouts and faucets. This new 
product reduces soil erosion and foun- 
dation dampness. All in one piece.— 
The Hammer Company 

For Details Circle 129 on INQUIRY CARD 


HALLITE CASSEROLE chafer- 
warmer combination is designed for 
indoor and outdoor buffet and table 
use. Chafer becomes food warmer with 
insertion of baffle plate over burner. 
—Wear-Ever Aluminum, Inc. 

For Details Circle 130 on INQUIRY CARD 
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NOW’S THE TIME TO GET SET 
FOR POWER MOWER SELLING! 


Pennsylvania 


Power Mower 

Division 
backs up its merchandising 
jobber-partners with... 


Proven Merchandising 
Programs 


‘MONTHS’ 
WORKING 


Consumer Promotions — backed by National 
Advertising, strong point-of-sale materials, and 


Co-op advertising. 


Dealers’ Promotions—backed by hard-hitting 


trade advertising and direct mail. 


Exciting New Promotions to make merchandisers 


out of your salesmen. 


CAPITAL J 


Realistic Profits 


Special Note to Merchandising Dealers: 

Your Pennsylvania Distributor has a new Bonus 
Buy plan that will really produce extra power 
mower action for you! Ask him about your free 
gifts, your Bonus Buy double discounts, and 
special promotions to give you a head-start on 


competition! 


We sincerely believe that Pennsyl- 
vania has the most advanced Lawn and Garden 
Merchandising Program in the Industry. We 
realize that this is a bold and broad statement 
and we ask you to judge for yourself. If you 
want to make money on mowers—Wire collect, 


Cal Shera, Marketing Manager. 


PEN NS YLvVANITIA 


POWER MOWER DIVISION. 


American Chain & Cable Company, Inc., Stevens Lane, Exeter, Pennsylvania. 
Executive Offices: Bridgeport 2, Conn. Export Dept.: 230 Park Ave., New York 17, N. Y. 
Canadian Sales Agents: John A. Huston Co., Ltd., Toronto 10, Ont., Canada. 


For Details Circle 15 on INQUIRY CARD 
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By DAVID R. HEINLY 


Chilton News Bureau, Washington, D. C. 


1960 Campaigners Promise Prosperity 
For Western Business and Farming 


The political campaigns of 
1960 will woo the Western 
farmer like he’s not been wooed 
since the medicine show went out 
with the horse and buggy. 

The promise of both Demo- 
crats and Republicans is for 
higher incomes and renewed 
prosperity. High farm and ranch 
incomes in the west will mean 
increased sales for Western 
hardware dealers. 

Problems of Westerners are 
assured recognition in the com- 
ing campaign. Texas’ Lyndon B. 
Johnson on the Democrat ticket 
and California’s Richard M. 
Nixon on the Republican slate 
means a strong pitch for West- 
ern votes. 

Broad programs are outlined 
in the platforms of both parties. 
The Democrats promise to “raise 
farm income to full parity levels” 
through a return of rigid high 
price supports. The Republicans 
propose flexible support pro- 
grams with traditional emphasis 
on self help and less on direct 
subsidies and control. 

Basic difference in farm planks 
of the two platforms is in de- 
gree of federal supervision. Re- 
publicans call for “an official com- 
mittee of farmers and ranchers 

. to recommend .. . guidelines 
for improving the operation of 
government farm programs.” 

A Democrat administration 
would rely on “a Secretary of 
Agriculture who is conversant 
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with the technological and eco- 
nomic aspects of farm problems” 
to administer a 90 per cent of 
parity loan program, a system 
of production payments and a 
program of commodity pur- 
chases. 

Both platforms endorse sup- 
plemental income programs, 
farm and rural power coopera- 
tives, measures to deal with sur- 
plus farm production, and land 
retirement programs. 

The Western vote is highly 
important this year. A doorstep 
campaign will be waged to win 
it. 

a ee os 

ANOTHER “INVASION” 
Western businessmen are facing 
is that of the Internal Revenue 
agent. The IRS is in high gear 
in its returns compliance pro- 
gram, aimed at tax enforcement 
and taxpayer education. 

The program’s first step is 
canvass of business establish- 
ments to let businessmen know 
what taxes they are required to 
pay. ... Second step is to make 
sure they pay them. Agents will 
be checking dealers’ income tax 
returns for employer’s social se- 
curity, withholding tax, and ex- 
cise taxes. 

Tax officials say most of the 
problem of compliance is in 
small businesses which lack legal 
advice in preparing returns. 
They point out that most cases 
are not of willful evasion but of 


lack of knowledge about tax 
laws. 
* ok He 


WESTERN BUSINESS estab- 
lishments uprooted by federal 
highway construction and urban 
renewal projects won promises 
of “immediate priority” in seek- 
ing assistance loans from the 
Small Business Administration. 

Borrowers will be given con- 
sideration to delay principle pay- 
ments for one year or to make 
reduced rate payments for a cer- 
tain period. Applicants will still 
have to meet the same collateral 
requirements of SBA’s bank-par- 
ticipation loan program. 

If your store has been “con- 
demned” because it lies in the 
path of a new thruway or if the 
thruway has routed business 
away from your location, talk 
to your banker about SBA’s as- 
sistance program. He has the 
necessary applications for loans 
and assistance to help get you 
relocated. 

* * * 


WESTERN HARDWARE men 
will have to keep a sharp eye 
on package labels of so-called 
“hazardous substance” products 
on their shelves. The new Fed- 
eral Hazardous Substance Label- 
ing Law subjects dealers’ stocks 
to inspection and seizure. 

The law requires labels on 
products containing hazardous 
substances — causing injury or 
illness through swallowing, 
breathing or skin exposure—to 
carry prominent cautionary or 
warning notes. About 15,000 to 
29,000 household products are 
affected. Dealers must clear 
shelves of “misbranded” prod- 
ucts within five months. 
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What Sells A File 
To Your Customers? 
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“es Precision A: 0 me Guaranteed 
Workmanship? Dependability ? 
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“® ~w An Established 
Brand Name? 


improved 
Performance? 


Name the features your customers demand... precision workmanship, 
improved performance, guaranteed dependability, an established brand 
name... you'll find all of them in new Victor “YELLOW TANG?” Files. 
And you'll find liberal profit margins, excellent repeat sales potential, 
and prompt, courteous service from the manufacturer, too... the same 
outstanding service you’ve come to expect when you purchase any of 
the fine Victor metal cutting products. 
This newest addition to the expanding Victor line enlarges the scope... 
and economies...of your single source Victor buying. It means less 
paper work, simplified purchasing, lower delivery costs and more profit 
for you. 
Complete your stock of profit-making, repeat order Victor metal cutting 
products now. For information, contact 


your local authorized Victor Wholesaler. 
V i R POWER HACK SAW BLADES 
HAND HACK SAW BLADES 
VICTOR Saw Works, inc. 


HACK SAW FRAMES 
METAL CUTTING PRODUCTS 


BAND SAW BLADES 
Middietown, N. Y. 


HOLE SAWS 
FILES 
For Details Circle 16 on INQUIRY CARD 
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“TROPI-TOYS toy set created for 
little people enable youngsters to as- 
semble toys themselves making a sur- 
prising variety of playthings and 
other “ride-size” toys.—Ritts Com- 
pany. 

For Details Circle 140 on INQUIRY CARD 


BUFFET SERVER-FRYER offers 
homemakers added convenience of 
Easy-Over Cover which places handle 
at side of cover for easier handling. 
Hands no longer exposed to steam.— 
Mirro Aluminum Company. 

For Details Circle 141 on INQUIRY CARD 


SPORTSMAN’S AXE is a popular 
tool that makes an ideal gift for 
craftsmen, home-owners, Boy Scouts, 
do-it-yourselfers, farmers and out- 
doorsmen. In handsome gift boxes.— 
Estwing Mfg. Co. 

For Details Circle 142 on INQUIRY CARD 
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Since CF&I produced its first nail, our design engi- 
neers have kept pace with the changing needs of 
builders. Today, billions of nails later, CF al offers 
a complete line of job-designed nails. This careful 
attention to our customers’ requirements is just 
one of the meanings behind the Image of CFI. 

CF el Nails are available in a wide selection of 
sizes, heads, points and finishes that conform to 
Federal specifications and builders’ needs. They 
are supplied in convenient 5-, 25-, and 50-lb. car- 
tons marked for quick identification. 


For quick delivery on CF&I Nails and Staples, call 
your distributor or the nearest CF&I sales office. 


Choose the right nail 
or staple 
for each job 


BUILDERS NAILS* 

Casing 

Common 

Finishing 

Flooring 

Hardened Concrete 

— Screw Shank Flooring 
a 


HEADS 

Brad 
Checkered 
Countersunk 


Flat 
Fiat Countersunk 


POINTS 


Blunt Needle 
Chisel Pointless 
Diamond Semi Side 
Duck Bill Side 
Long Diamond 


STAPLES 
Fence 


Hoop 
Metal Lath 


Miscellaneous Staples, Nails, Brads 


Ribbon Wire 


Ring Shank Gypsum Wallboard 
Roof Deck 

Roofing 

Scaffold 

Shingle 

Sidin 

Smooth Box 

Spike 


Headless 
Hook 


00 
Lettered 
Numbered 


Oval 

Oval Countersunk 
Scaffold 
Umbrella 


FINISHES, COATINGS, 

HEAT TREATMENTS 

Annealed Galvanized 
Biued Electro 
Bright Hot-Dipped 
Cement Coated Hot-Tumbled 
Etched Hardened 


*Send for CF&i Catalog WFR-267 Rev. 
for additional types and specifications. 


THE COLORADO FUEL AND IRON CORPORATION 


Albuquerque * Amarillo * Billings * Boise * Butte * Denver * El Paso * Farmington (N. M.) 
Ft. Worth * Houston * Kansas City * Lincoln * Los Angeles * Oakland © Oklahoma City 
Phoenix * Portland * Pueblo « Salt Lake City * San Francisco * SanLleandro * Seattle 

Spokane * Wichita 


For Details Circle 17 on INQUIRY CARD 
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| A new crop of customers is on the way! They're youngsters whose buying 

habits follow in their father's footsteps. At home and in school they are 

learning the use of tools, how to select materials and components — and how to combine 
all of them to form successful projects. 


They know from wise instruction the value of using USA-made tools and components; 
how dependable quality in the materials used is as important as the know-how required 
in a project. 

Are you attracting satisfied customers — and the upcoming crop too — by stocking 
your place of business with USA-made quality products such as Southern Screws? If not, 
stock the full Southern fastener line — the screws in the tough, soil-resistant boxes bearing 
Southern’s NRHA-approved label system. 

Put Southern Screws in your want book today. Better yet, call your Southern distribu- 
tor now. Ask him for Catalog P-2; or write direct to Southern Screw Company, P. O. 1360, 
Statesville, North Carolina. 

Sold Through Leading Wholesale Distributors. Warehouses: New York * Chicago 
Dallas * Los Angeles. 


Wood Screws Stove Bolts Machine Screws & Nuts Tapping Screws Carriage Bolts 


ote 
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Burnett P. “Hipshot”’ Hall 
Newport, Tenn. 


These and other famous <=. 


shooters use and recommend 
PETERS “‘High Velocity” 


Fritz Neubauer 
Mantua, Ohio 


R. H. (Bob) Roberts 
Stuttgart, Ark. 


Lester A. Gossage 
Seward, Alaska 


Not only do they recommend Peters “High Velocity” — 
they also tell your customers, in colorful advertisements 
in leading outdoor, men’s and farm magazines. The result 
is more sales for you—repeat sales, too, because once a 
shooter or hunter uses Peters, chances are he'll go on 
using Peters always. Be sure to order the ammo that 
“packs the power” from your nearest Peters distributor. 


PETERS packs the’; power! GUD CD 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. REG U.S. PAT OFF 
“High Velocity” is a trademark of Peters Cartridge Division, Remington Arms Company, Inc. 
For Details Circle 19 on INQUIRY CARD 
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...1T PAYS! 


Warehouses Providing Dependable Service to Wholesalers 
New York © Philadelphia © New Orleans 
Boston © Atlanta © Pittsburgh © Cincinnati 
Dallas * Chicago ® St. Lovis © Detroit ¢ Denver 
Minneapolis © San Francisco © Los Angeles 


There is a Grabler Square “Gee” Pipe Fitting for practically 
every known plumbing or heating job requirement. From 
solder-joint fittings to malleable, cast iron, drainage, nipples, 
and hangers, you will find what you need from Grabler’s 
complete line of pipe fittings. 


Important to you is the fact that Grabler fittings come to 
you package-protected — makes them easy to handle and 
identify. Dependable distribution means your wholesaler can 
fill your order fast and complete. Standardize your next pipe 
fitting order — make them Grabler Square ‘“‘Gee”’ Fittings. 


ORDER A SUPPLY FROM YOUR WHOLESALER TODAY 


The GRABLER f— Manufacturing Co. * 6565 Broadway ¢ Cleveland 5, Ohio 
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Western 
Rep Named 
By Mirro 


Richard J. 
Novy 


Richard J. Novy has been ap- 
pointed a sales representative for 
Mirro Aluminum Company, Manito- 
woc, Wis. Novy joined the company 
in 1953. His territory will include 
Colorado, Montana, Wyoming and 
parts of Nebraska and South Dakota. 


Baugher Elected V.P.-Sales 


George W. Baugher has been 
elected vice president in charge of 
sales for the Jackson Manufacturing 
Company, Harrisburg, Pa. 

Baugher joined the wheelbarrow 
maker in 1955 as assistant to the 
president, Arthur B. Flowers. Previ- 
ously he had served in sales and 
sales management capacities in the 
publishing and insurance fields. 


Kelly-Moore Paint Named 
Chemnitz H-G Dist. for No. Calif. 


Names ; SAN FRANCISCO—The Hanlen & 
L.A. Rep. ‘ Goodman Company, manufacturers 
; of paint brushes and rollers, has ap- 
pointed Kelly-Moore Paint Co., Inc., 
as exclusive distributors for their 
Edward T. ' products in Northern California. 
Farrell “, Kelly-Moore Paint Co. will market 
: the H&G painting tools in conjunc- 
tion with their line of Kelly-Moore 
LOS ANGELES—Edward T. Far- paints. The Kelly-Moore factory and 
rell has joined the Eric F. Chemnitz main office is in San Carlos, Calif. 
Company as a sales representative Branches and subsidiary stores are 
in the Los Angeles area. Farrell was in San Jose, San Francisco, Hayward, 
previously associated with Gough In- Stockton, Sacramento and Carmel, 
dustries, Inc., as assistant advertis- assuring ready supply and distribu- 
ing manager for the past four years. tion throughout northern California. 
Before joining the advertising staff 
at Gough Industries, he was associ- i i 3 
ated with the Equitable Life Assur- Clinton Engines Names Thill 
ance Society as a representative. Robert W. Thill was named sales 
manager, replacement sales, of Clin- 
. ° ton Engines Corporation. He joined 
Clinton Promotes Wright Clintow fm May, 1962, as a sissies 
Bernard A. Noonan, vice president- sales manager and has been manager 
sales, Clinton Engines Corporation, of the eastern division since March, 
Maquoketa, Iowa, announced that he 1960. Prior to joining Clinton Thill 
has appointed Walden F. Wright, as- had been a salesman and engineer 
sistant manager of the engine divi- for A. Y. McDonald Manufacturing 
sion, as his assistant. in Dubuque, Iowa. 


WYOMING HARDWARE HOLDS FIVE DEALER HARDWARE CLINICS 


GREATER DEALER PARTICIPATION was had by tools and hardware. Shown above left is one group at- 
Wyoming Hardware Company, Casper, Wyo., when they tending the clinic. At right are the “showmen” who con- 
took the “Stanley Clinics” to the dealers. Five cities were ducted the clinics (from left): Paul J. Manly, general 
visited in Wyoming. Cheyenne, Torrington, Gillette, Sher- manager, Wyoming Hardware; George Easton, Wyoming 
idan and Casper were the sites of a 2¥2-hour clinic. Spon- buyer; Bob Wray, Stanley Hardware division; Bill Steele, 
sored by Wyoming Hardware with the cooperation of Stanley Tool division; Fred Fuller, Stanley Electric Tool 


three divisions of The Stanley Works, dealers and their 


division; and Steve Kovacich, sales manager, Wyoming 


guests saw the latest developments in hand tools, electric Hardware. 
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NEWS 





50th Year 
for Meyer 
Company 


Alfred H. 
Meyer 


SAN FRANCISCO—Honored at a 
recent reception and dinner, Alfred 
H. Meyer, president of the A. H. 
Meyer Company, was saluted as a 
“leader in a dynamic industry.” The 
firm is local distributor for RCA, 
Whirlpool, Westinghouse Electric 
Lamp division and other manufac- 
turers. 

A reception was held by Westing- 
house to commemorate the com- 
pany’s 50th anniversary and marking 
50 years of continuing business be- 
tween the two companies. George 
Congdon, Westinghouse district sales 
manager presented Meyer with a 
gold cup. 

Following the reception, Meyer 
was guest of honor at dinner by his 
company’s management executives. 
Highlights of the organization’s first 
half-century were reviewed. Many 
significant pioneering firsts are cred- 
ited to the company. Included are the 
first radio station in San Francisco 
to carry regularly scheduled broad- 
casts and the first portable radio and 
auto radio demonstrations. The weil- 
known “Radio Girl” demonstrated 
the portable radio by strolling down 
Market Street wearing earphones and 
carrying the antenna in a parasol. 


Phoenix Show Warns 
Last Call for Christmas 


PHOENIX—Exhibitors from all 
over the United States will be sound- 
ing the “last call for Christmas” 
when they open displays in the 6th 
Phoenix Gift and Jewelry Show. It 
will be held September 25-27 in the 
Hotel Westward Ho. 

The show will be overflowing into 
a new open booth exhibit area—the 
Turquoise Room of the hotel’s mez- 
zanipe. Displays will also be in the 
Thunderbird, Kachina and Colonial 
tooms and in sample rooms on the 
third floor. 

The Phoenix show is managed by 
Trade Shows, Ltd., of Los Angeles. 


Grote Mfg. Names Grote, Jr. 


Walter F. Grote, Jr., has been ap- 
pointed assistant sales manager for 
the cabinet division of the Grote 
Manufacturing Company at Madison, 
Ind. The announcement was made by 
Harker Collins, vice president in 
charge of sales. 

Grote, Jr., has been with the firm 
since 1948. He has served in the pro- 
duction, purchasing and sales depart- 
ments. 
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Goodell 
Appoints 
Hawaiian 
Representative 


Walter F. 
Huebener 


HONOLULU—Walter F. Hueb- 
ener, manufacturers’ representative, 
has been appointed by Goodell Com- 
pany. He will represent their lines 
of cutlery in the entire state of 
Hawaii. 

Huebener has been in the cutlery 
business as both buyer and salesman 
on the Mainland for many years. 
About five years ago he established 
his manufacturers’ representative 
firm in Honolulu and has been repre- 
senting manufacturers of house- 
wares, barbecue supplies and garden 
supplies. 


Barler Expansion Program 


Barler Metal Products, Inc., Goshen, 
Ind., and Scranton, Pa., announced ar- 
rangements made with Chittenden and 
Eastman Company, Burlington, Ia., 
for them to warehouse and distribute 
the Barler line of metal wardrobes 
and cabinets in all Western states and 
in selected Midwestern areas. 


New Stanley Western Mgr. 


Robert A. Upson has been named 
district manager for Stanley Electric 
Tools, division of The Stanley Works, 
New Britain, Conn. His territory in- 
cludes Western Montana, Southern 
Idaho, Oregon and Southwestern 
Washington. 


Old Colony 
President 
Named Calif. 
industrialist 
of Year 


H. C. McClellan 


LOS ANGELES—H. C. McClellan, 
president of Old Colony Paint & 
Chemical Co., was named “California 
Industrialist of the Year.” The honor 
was recently bestowed by the Cali- 
fornia Museum Foundation at cere- 
monies attended by 1200 educators, 
scientists and industrialists. McClel- 
lan was presented a medallion de- 
signed by Millard Sheets. 

According to the awards jury’s 
citation, the small paint concern he 
purchased in 1927, through his “dy- 
namic leadership and personality,” is 
becoming one of the largest concerns 
of its type in the West. McClellan 
has been active in civic and govern- 
ment affairs. He served as assistant 
secretary of Commerce for Interna- 
tional Affairs for the U. S. Govern- 
ment. He was credited with the suc- 
cess of the American exhibit in 
Moscow from July to September, 
1959. 


Gries Appoints Reps 


DENVER — Archibald and Millie 
have been appointed exclusive sales 
representatives to handle GRC prod- 
ucts and services for both the resale 
and original equipment markets in 
Colorado, Wyoming, Utah, and New 
Mexico, and in the city of El Paso, 
Texas. 


NEW BUILDING FOR BLACK BROS. GLASS & PLASTICS 


WESTERN CANADA’S OLDEST 
wholesale firm has further expanded 
its facilities with the purchase of the 
additional building above. Black Bros. 
Ltd. of Vancouver and New West- 
minster, this year celebrating 50 years 
in business in British Columbia, will 


eles 


increase its total warehouse area in 
Vancouver up to 63,000 square feet. 
The building will house the company’s 
Glass and Plastics division which spe- 
cializes in setting and installing auto, 
truck and boat glass, plastic wind- 
shields and door glasses. 


HARDWARE WORLD 





Ring up more quick sales 
with Zoxel hardware 


Modern, streamlined merchandising is an integral 


part of today’s busy hardware store operation. 
National Manufacturing Co. is constantly on the 
alert for new and better ways to package hardware 
—the new Serv-A-Pac is a good example. National's 
Serv-A-Pac is convenient for you and your cus- 
tomers . . . just cut open the corrugated box and 
you have a practical counter merchandiser, com- 
plete with Picto-Graphic label that tells exactly 


what’s inside. 


Join the swing to National Manufacturing Co. 


Write for free catalog. 


NATIONAL MANUFACTURING CO. 


16009 First Avenue Sterling, Illinois 
* 
xy * For Details Circle 21 on INQUIRY CARD 
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SHIPPING CARTON for packaged 
foilware products converts into com- 
pact point of purchase display.—Mirro 
Aluminum Company 

For Details Circle 170 on INQUIRY CARD 

















23 


PREFINISHED WALL PANELS dis- 
play shows chips of plasti-coated pan- 
eling which customers take home if 
they wish.—The Barclay Mfg. Co. 

For Details Circle 171 on INQUIRY CARD 


HOUSEHOLD SHEARS | 


SELF-SERVICE RACK displays line 
of kitchen shears gift packaged in an 
assortment of five colors.—J. Wiss & 
Sons Co. 

For Details Circle 172 on INQUIRY CARD 
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Merchandising Aids 


HACKSAW BLADE and frame dis- 
play carries assortment of hacksaw 
frames and 150 hacksaw blades. Dis- 
play has space for prices and product 
information.—Atkins Saw Div.; Borg- 
Warner Corp. 

For Details Circle 173 on INQUIRY CARD 


three-panel hinged Pegboard on which 
hanging firesets and Flextongs can be 
shown. It is of sturdy wood construc- 
tion 36” high by 15” wide.—Bennett- 
Ireland, Inc. 

For Details Circle 174 on INQUIRY CARD 


doubles as carry-home storage crib. 
Display includes matched drill, sander, 
jig saw and accessories. Components 
are easily inspected in open display.— 
Speedway Div.; Thor Power Tool Co. 
For Details Circle 175 on INQUIRY CARD 





WROUGHT IRON PEDESTAL rack 
for two-tube sprinkler has full color 
sign and holds 30 sprinklers.—A. M. 
Andrews Company 

For Details Circle 176 on INQUIRY CARD 


WAXER DISPLAY CARTON is col- 
orfully printed, requires no setting up 
—just open it to effectively display 
this “relaxer waxer” appliance.— 
Lou-Bee Products 

For Details Circle 177 on INQUIRY CARD 


REFILL STOCK ASSORTMENTS of 
padlocks for wire racks and displays 
also includes a window streamer.— 
Slaymaker Lock Company 

For Details Circle 178 on INQUIRY CARD 
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Use Inquiry Postcard for Further Information About MERCHANDISING AIDS 





CELLOPHANE TAPE display box 
holds two dozen rolls of tape and 
handy see-through dispensers.—Tech- 
nical Tape Corporation 

For Details Circle 179 on INQUIRY CARD 
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NEW PACKAGING OF DRAWER 
KNOBS is printed in black and white 
and contains information helpful in 
filling order.—Ajax Hardware Corp. 
For Details Circle 180 on INQUIRY CARD 
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TOUCH-UP ENAMEL FINISHES 
are housed on this sturdy metal rack. 
It features 12 colors for a wide va- 
riety of applications.—Star Bronze 
Company 

For Details Circle 181 on INQUIRY CARD 
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SCHOOL LUNCH KIT floor display 
contains a 20-unit assortment aimed 
at stopping traffic—The American 
Thermos Products Company 

For Details Circle 182 on INQUIRY CARD 


PORTABLE UIGHTING CENTER 


FLASHLIGHT-BATTERY portable 
lighting center is built around this 
permanent fixture of standard floor 
design. Flashlights collared in individ- 
ual, pre-priced sleeves with selling 
copy.—Ray-O-Vae Company 

For Details Circle 183 on INQUIRY CARD 


TELESCOPING 
structure for featuring special sale 
merchandise or seasonal goods.— 
Streater Store Fixtures, Inc. 

For Details Circle 184 on INQUIRY CARD 


LIQUID STEAM iron and vaporizer 
conditioner is packaged in this 2- 
dozen capacity self-selling unit—Pan- 
ther Products, Inc. 

For Details Circle 185 on INQUIRY CARD 


CHRISTMAS ASSORTMENT of gift- 
packaged tools are mounted on red, 
green and white cards.—Oxwall Tool 
Co., Ltd. 

For Details Circle 186 on INQUIRY CARD 


OYSTER AND 
CLAM knives are 
packaged on blue 
and white pre- 
priced cards with 
nautical back- 
ground. Come in 
three sizes in 
stainless steel 
and carbon steel. 
Instructions on 
opening oysters 
and clams printed 
on back.—Goodell 
Company 
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See it next month... 


WOOD ScRapER 


the ALL NEW 
FLETCHER LINE 


GLASS CUTTERS @ PUTTY KNIVES * WOOD SCRAPERS 


BOOTH 
Hy 


NATIONAL 
HARDWARE 
SHOW 


4-COLOR ‘cms 


An outstanding attraction at the National Hardware Show in 
New York City next month will be the announcement of the ALL NEW 
FLETCHER LINE of products. Be sure to make Booth No. 55 one of 
your FIRST stopping places. 


Changing times demand a contemporary trend in merchandising and we 
have taken a drastic step to meet this challenge. We are introducing to 
the markets of the world glass cutters, wood scrapers, putty knives, 
wall scrapers and other associated products as “new as tomorrow.” 


These new items are mounted on attention compelling FOUR-COLOR 
display cards that will attract even the casual shopper, just as they will 
attract you at the Hardware Show. 


These fast moving FLETCHER products can start earning a handsome 
profit (40%) for you quickly if you place your order at our booth, or 
by mail now. 


THE FLETCHER-TERRY Co. 
SOUTH ST., FORESTVILLE, CONN. 


HARDWARE WORLD 





BALL 
BEARING 


GLASS CUTTER 


The greatest improvement since the steel wheel 


Again FLETCHER leads with a major improvement in glass 


cutters. It is just a further convincing proof of FLETCHER supremacy 
in the glass cutter industry. 


If you can picture a free running, almost frictionless glass cutter, you 
can picture the new FLETCHER Ball Bearing Cutter, with the wheel 
smoothly revolving on a sphere. 


In addition to a uniquely new tool, we are furnishing built-in sales 
stimulators to entice your customers to buy a FLETCHER Ball Bearing 
Glass Cutter “on sight.” Each cutter comes in a handy plastic caddy 
that clips in the user’s pocket. At the bottom of the caddy is a saturated 
oil pad which protects the wheel and keeps it constantly lubricated. The 


cutter and caddy are mounted on an attractive FOUR-COLOR card and 
No. BBOT packed one dozen in a counter display carton. 


These cutters will be on display in our Booth No. 55 at the National 
Hardware Show next month. Increase your glass cutter sales by selling 


the cutter that’s different. Sell the FLETCHER Ball Bearing Glass 
Cutter No. BBO1. 


TO BE EXHIBITED AT THE NATIONAL HARDWARE SHOW 
BOOTH NO. 55 


THE FLETCHER-TERRY CO. 
SOUTH ST., FORESTVILLE, CONN. 
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HE National Hardware Store in Fontana, Calif. 
since 1944 has expanded six times. “There are 
many reasons for our success,” explained Nathan 
A. Simon, one of four owners. ‘We carry a com- 


ONE-STOP SHOPPING for hardware, housewares and 
builders’ supplies. Large store houses repair shop. 





¢ 


MINIMUM 
| REPAIR 
‘I cHaRG 


Lamon CHARGES 
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LABOR CHARGES are listed in service department. 
Charges do not include parts which are extra. 
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... CREATES TRAFFIC 


plete line of almost everything a hardware store 
could possibly carry, and in depth. We live up 
to our slogan of ‘one stop shop.’ 

“But we go a step further. We maintain a re- 
pair department, staffed by a full-time man, to 
service and repair the countless items we carry. 
Customers appreciate this and return time and 
again to buy where they know they can get ser- 
vice. The repair department actually produces a 
fair profit.” 


REPAIR DEPARTMENT is responsibility of Harry Hart. 
He has 40-years experience in his work. 


ECTRIC REPA| 
es DEPT k 


APPLIANCES 
MOTORS TOOLS 
SERVICE 


ENTRANCE TO REPAIR SHOP with sign which spells 
out services offered to customers with problems. 


HARDWARE WORLD 





It’s 
Revolutionary... 


YET SO SIMPLE 


Pre-priced bolts... 


THE 


6% ®&, 


OLOR 


WVBYB®A 
tells the 
price! 








SCREW AND BOLT CORPORATION OF AMERICA 


QUICK-AS-A-GLANCE 
PRICING...match the bolt 
with the color chart... and 


here's what it means: 


+sales +protfits 
-+ turnover — expense 
— Space 
WHO said it couldn't be 
done? Screw and Bolt 
Corporation has done it! 


here’s how it works...turn page, please... * 








New pre-assembled 
color-coded-bolt 
merchandiser puts 
you in business... 

DISPLAY 


Merchandiser holds standard package quantities . . . 
53 sizes and types . . . all fast-moving sizes recom- 
mended by NRHA Turnover Handbook . . . and 
every bolt is rust-resistant plated. 


INITIAL STOCK SHIPPED WITH MERCHANDISER 
Size and Quantity Shown 

ROUND HEAD STOVE 
BOLTS—ZINC PLATED 
16 x 3/4” 100 
16x1 100 
4x 3/4 100 
4x1 100 
4x 1-1/4 100 


FLAT HEAD STOVE 
BOLTS—ZINC PLATED 
16 x 3/4” 100 
16x1 100 
4x 3/4 100 
4x1 100 
4x 1-1/4 100 


MACHINE BOLTS 
100 
100 
100 
100 
100 
100 
100 
100 
100 
100 LAG BOLTS 
100 4x2” 

100 4x3 

100 16x 2 

100 16 x3 

100 8x2 

100 8x3 100 


MACHINE BOLTS (Con’t.) 


CARRIAGE BOLTS 
100 


1 
1 
1 
i 
1 
1 
5 
5 
5 
5 
5 
3 
3 
3 
3 
3 


Here’s what Screw and Bolt’s revolutionary color-code 
pricing means: 
e quick-as-a-glance pricing . . . just match the bolt 
with the color chart 
e no more pricing problems at check-out 
e no more price-marking . . . the color tells the price 
® no more price-change problems . . . new color charts 
will be issued 
Here’s what the new color-coded bolt merchandiser 
means to you: 
e traffic-stopping merchandiser changes bolts from de- 
mand to impulse items 


e fast-moving bolts (nuts attached) stocked at one 
location . . . no more running to the back room when 


SCREW AND BOLT CORPORATION 


P. O. Box 1708 ° 


COLOR CODED PRICES 
a an 
eS 
RORIEBRR. 

7¢ 

be7s 

ememmme 

16s Merchandiser—36’ wide, 

EE 20: 22” deep, 64” to top of sign. 
COLOR ON BOLT DENOTES PRICE 

PRICE FOR EACH: 

pasacnecicised Checkout, color- 

LAG BOLT coded price card. 


PRICE FOR TWO: 
STOVE BOLTS 








, 


the customer says “I want some of these . . .’ 


e attractive display of bright, plated, rust-resistant 
bolts upgrades sales for higher profits 


e merchandiser equipped with prominently-displayed 
color-price chart (with additional handy charts for 
check-out locations) 


« re-stocking simplified . . . labels for all sizes included 


Contact your preferred wholesaler for the profit story 
on Screw and Bolt’s revolutionary color-coded, pre- 
priced bolts. 


Place your order now for immediate delivery of the new 
profit-boosting color-coded bolt merchandiser . . . the 
really new idea in selling nuts and bolts. 


VMA-7624 


OF AMERICA 


Pittsburgh 30, Pennsyivania 


DIVISIONS: Pittsburgh e Gary e¢ Southington Hardware « American Equipment 


AMERICA’S MOST COMPLETE LINE OF INDUSTRIAL FASTENERS 


© COPYRIGHT 





NEW BERNZ BONANZA PAK FOR FALL 1960 


FREE! Handsome, Rugged %4” Pegboard 2-Way Display 





FREE! 2 TX-9 Fuel oe 








APPROVED 
DISPLAY 


BeRwz(mat om ie 


BERNZ()MATIC Too" 











FREE 2-Way Display Works Coming And Going... 


FRONT Displays Colorful Bernz-O-Matic Volume Selling Torch Kits with 2 Dozen “How To” 
Torch Use Booklets 


BACK Of Display Equipped with “Special Tool-Of-The-Month” Sign for Promotion of Your Own 
Tool Specials .. . 


PLACE DISPLAY ON GONDOLA IN TOOL DEPARTMENT 


Suggested tool display for reverse side 


HERE’S YOUR BERNZ BONANZA DEAL. . . MODEL TX-6600 


DEALER RETAIL DEALER 
CONTENTS COST VALUE PROFIT 

2—TX-10 TORCHES 

2—TX-888 TORCH KITS 


2—TX-25 TORCH KITS BEpW) Marit 
FREE—2 TX-9 CYLINDERS 
a 
SHIPPING WEIGHT 37 LBS. _| pisp 
: OTTO BERNZ CO., INC. 


ALSO AVAILABLE: ROCHESTER, N.Y. 
TX-6888 PAK (CONTENTS 6 TX-888 TORCH KITS AND 2 FREE TX-9 CYLINDERS) 

DEALER PRICE $35.70 
TX-6625 PAK (CONTENTS 6 TX-25 TORCH KITS AND 2 FREE TX-9 CYLINDERS) 

DEALER PRICE $39.90 











SUPPLIES 


Get The Brush Off 


Want to get brushes off your counters and into your cus- 
tomer’s hands? It’s a lot easier when you carry the ones 
that are known for quality and dependability . . . Oxco’s 
Red Breast Whisk being an excellent example. 


Construction the finest. Materials . genuine Ox 
palmetto fibre, the filling material that’s always uniform 
in quality and price. Value . . a retail price that gives 


full value to consumers, full profit to retailers. 

The lady bought her whisk from the Oxco #12 Brush 
Merchandiser, a monotonously profitable occurrence in thou- 
sands of stores across the country. Our #25 Merchandiser, 
which very neatly holds twenty-five, instead of twelve brush 
styles, has an equally dependable sales record in larger 


stores. Both units have more impulse sales punch than a 
boxing kangaroo. 


Your Oxco Jobber should be along any day now, with 
detailed data on these merchandising units and other Oxco 
products. Don’t give him the brushoff. Give him an order. 


THE LINE THAT 


OX FIBRE BRUSH COMPANY, INC, 


ereoenicx ¢leblshed /Sf4 wmaav.ano 
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Added Traffic & Sales From Stationery 


Note Cards and Writing 
Paper Help Bring in Tour- 
ists and Townspeople .. . 
Extra Sales in Other De- 
partments Come from In- 
creased Traffic 


Gil-Bart's 


Phoenix, Arizona 


AKING a simple change in 
the inventory lineup has 
brought hundreds of new cus- 
tomers into Gil-Bart’s, Phoenix, 
Arizona, hardware store. 

The “change” was the simple 
addition of a stationery depart- 
ment. It is located near the 
check stands of the self-service 
hardware store. A 10-foot gon- 
dola, five shelves high, which 
can be easily seen from the store 
entrance, serves the purpose. 
The stationery department has 
proven to be one of the most 
valuable inventory additions in 
the store’s history. 

THE DECISION was made 
to add a complete line of boxed 
writing paper, note paper, ring- 
binder fillers, cards, and similar 
items when it was found to be 
difficult to locate these materials 
even in the busy mid-town shop- 
ping area where the store is lo- 
cated. A _ little investigation 
proved that except for limited 
stocks in drug stores, there was 
no writing paper to be had for 
long distances either way. 

At the same time, the Arizona 
hardware man realized that 
through the winter months, the 
city of Phoenix is jammed with 
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GONDOLA FOR STATIONERY is up front where it 
can be seen from street windows. Greeting cards are to 


right. 


tourists. Tourists, of course, 


are all from out of the city, and 
all of them are likely to be writ- 


ing letters home. At the same 
time, they are excellent candi- 
dates for many of the hardware 
store’s standard lines, including 
vacuum bottles and jugs, picnic 
supplies and general camping 
equipment. Even household 
items could be sellers for the 
homes and apartments which 
they rent for their sojourn in 
Phoenix. : 

Consequently, when the deal- 
er remodeled his store to put 
heavy emphasis on self-service, 
he investigated into the station- 
ery question. He bought a com- 
plete selection designed to ap- 
peal not only to the tourist who 
wants to write an air mail let- 
ter home, but to the local hostess 
who wants to write invitations, 
or those who must write thank- 
you notes. Also included was 
ruled paper which appeals to 
students. He put the inventory 
on display without any particu- 
lar fanfare other than an occa- 
sional window display. 

Results have been excellent 
from the beginning. Immediate 
turnover of the stationery in- 
ventory took place, plus added 


sales to people the store might 
not otherwise have reached. 

Prominent position in the 
store, where almost every pas- 
ser-by can see the stationery 
layout has been very helpful. 
The fact that Gil-Bart’s sales- 
people wear large plastic but- 
tons on their uniform coat la- 
pels, lettered with sales mes- 
sages pertinent to the season has 
also helped. For the first month 
after the stationery department 
went in, each girl’s lapel button 
spelled out the suggestion “ask 
about our stationery depart- 
ment.” Every customer being 
helped by a_ salesperson, of 
course, is bound to read adver- 
tising messages in such an un- 
usual “location” and this helped 
to rivet attention on the addi- 
tion. 

Expanded three times since 
the display first went into place, 
the stationery inventory is de- 
signed to meet the needs of any- 
one who wants to write a letter, 
a thank-you note or an invita- 
tion. Markup is good on the sta- 
tionery items, but the added 
traffic, and resultant extra sales 
from other departments has 
been “the real secret.” 


43 





Store Adjusts to New Shopping Habits 


Customer Buying Habits Change as Area Changes... 

Slow Moving Items in Stock are Eliminnated . . . Pre- 

Packed Items Take Place of Bulk Items . . . New Mer- 
chandise Takes Over in Expanded Departments 


S a district changes, the merchandising meth- 

ods of the hardware store that serves it must 
adjust to those changes. 

So believe the owners of Washington Sports 
Shop who two years ago acquired the combina- 
tion hardware-sporting goods store. Formerly, 
this had been a retail store operated by a whole- 
sale hardware company. 

The new owners have been examining all 
phases of their operation with a critical eye. One 
of the discoveries they made was that the hard- 
ware department was carrying a number of ex- 
cessively slow turnover items. 

“For years, this store has carried as wide an 
assortment of general hardware as any store in 
town,” according to general manager Nelson H. 
Van De Mark. “We were particularly strong in 
such items as wiring and plumbing supplies. 

“AS WE ANALYZED OUR SALES in this de- 
partment, we realized that many of the items in 
these departments were just not selling fast 
enough to justify inclusion in our inventory. 
Many had been in stock for more than a year. 
We realized that while shopping habits in the 
downtown district had changed, the inventory 
had not been adjusted to accommodate it.” 

Washington Sports Shop is located in the down- 


WALL SECTION of electrical and cabinet hardware. 


Bulky galvanized ware is displayed on top of wall section. 
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town district of Tacoma, Wash., a city of 160,000. 

While the Greater Tacoma Area has grown sub- 
stantially the last 15-years, the growing outlying 
areas have been served by a number of newer 
hardware and lumber stores as well. These 
dealers supply by far the greater proportion of 
home builders’ needs in those districts. When 
people come downtown now, most of them come 
to shop for other types of merchandise. 

DURING THE FIRST YEAR, and since the 
new owners took over, the 4000-square-foot sales 
area of the hardware department has undergone 
some basic changes. 

Along these same lines, many items are no 
longer available in bulk. This has eliminated, for 
example, many varieties of wood screws. The 
store now carries almost nothing in this category 
that is not packaged by the manufacturer. 

“We have had a few complaints from customers 
about our reduction in bulk stock here,” admits 
Vic Heselwood, hardware buyer and vice-presi- 
dent of the firm. “But in the overall picture it 
has been worth these few sales losses quite a few 
times over.” 

The same general policy has been followed 
right down the line in this program of ‘mod- 
ernizing” the inventory. The store no longer car- 
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LARGE PAINT DEPARTMENT with full line. 
section is located at right-front side of store. 
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Washington Sports Shop 
Tacoma, Washington 


ries an unusually wide assortment of plumbing 
and electrical merchandise. 

REDUCTION IN INVENTORY in these items 
has given the store more floor space for other 
merchandise. This has meant an expansion of 
the power tool section and of sales of power gar- 
den tools, notably mowers. Housewares have 
been expanded, along with electrical traffic appli- 
ances, which the company had not formerly car- 
ried. 

“We were dubious about handling traffic appli- 
ances at first since they have been used so often 
as a price football,” Heselwood explains. ‘“How- 


ever, we tried them out and find that a hardware 
dealer can do a good job of selling this type of 


merchandise. 

“We sell these items at list price without mak- 
ing any concessions to the discounters. People 
prefer to buy them from an established dealer like 
ourselves. The reason is that a number of them 
have learned to distrust the cut-price retailers. 
They know we will stand back of everything we 
sell, and that makes the difference.” 

The power tool department has benefited from 
the reorganization even though the floor model 
tools were moved from the front of the store to 
a section near the back. 

A BIG REASON FOR THE IMPROVEMENT, 


according to Heselwood, has been formation of an 


GARDEN SUPPLIES with power mowers and garden 
tools take large section in rear of store. 
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integrated power tool department. Portable tools 
and power tool accessories have been combined 
with the floor models to make an impressive de- 
partmental display. 

Here, too, tools have been set up so demonstra- 
tions can be given with both floor models and 
portable tools. A small table at the back has 
been set up with clamps so a prospective buyer 
can clamp a piece of material to the bench and 
work on it with a portable tool. 

Overall sales have shown no increase since the 
reorganization but this was not expected. The 
principal gain has been in store efficiency. 





CENTER VIEW OF STORE with customers inspecting 
barbecue grills. Signs designate other departments. 


POWER TOOLS with demonstration band saw in opera- 
tion at right. Customers can test tools before buying. 


EXPANDED HOUSEWARES DEPARTMENT at left- 
front of store includes gift items for the home. 
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3-SIDED DISPLAY 
IS SALES REMINDER 


Center Hardware 
Garden Grove, Calif. 


3IAT is the most effective means a hardware 
dealer can use to remind his customers to make 
those ‘‘needed tool’ purchases ? 

At Center Hardware, Garden Grove, California, 
the answer came in the form of a three-sided, 
triangular type display. Each side of the six-feet 
tall, 36 inches-wide construction is used in a 
separate and distinct manner. One side bearing 
the heading “Quality Tools For Dad” is used for 
showing power tools. Another side bears hundreds 
of packages of small hardware items, invitingly 
displayed in neat order. 

The third side co-owner Sam Weiss refers to as 
his “silent salesman.” It carries a dozen different 
items under a heading designed to appeal to 
the conscientious do-it-yourselfer. This side 
says simply,—“FOR THAT PROFESSIONAL 
LOOK!” 

Sam Weiss pressed this idea into service in his 
store a short time ago. It has not only accom- 
plished its original purpose as a customer re- 


POWER TOOL side of triangular display has items in 
view of clerks and customers. 
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A “SILENT SALESMAN” is this reminder display. Co- 
owner Sam Weiss designed displays. 


minder-aid, but has proven itself as a safeguard 
against pilferage and breakage of the store’s big 
ticket power tools as well! 

Center Hardware’s triangular display fixture 
is so constructed that any customer examining the 
items on it, is, in a sense immediately spotlighted. 
The store’s salespeople can quietly supervise 
the goings-on. “And don’t forget,” Weiss points 
out, “that this arrangement enables us to easily 
see customers who show an interest in some tool. 
That’s the signal for us to get over and hand the 
tool down for the customer’s inspection. Lots of 
sales have resulted for us in this way.” 

Referring to the side of the triangle labeled, 
“For That Professional Look!” Weiss is equally 
enthusiastic in his comments. “Having this shop- 
ping reminder-aid out where everyone can see it 
has made a big difference,” he says. ‘“Now, even 
if we’re all busy our ‘silent salesman’ is a graphic 
reminder to customers to be sure they have 
brushes, putty knives, paint buckets, thinner, and 
so on.” 

This side of the triangle fixture is also used on 
a rotating basis. For example, during a wallpaper 
sale, trays, paste, and other related items are 
posted. 

“The board used for displaying small packaged 
hardware has also been a boon to us” explains 
Sam Weiss. “We use it as a tie-in for newspaper 
ads when advertising small hardware specials.” 

Heightening the several benefits the store has 
realized from the idea is that this many-sided ar- 
rangement takes up no more space than an aisle 
end-display would. Also, at least one of the three 
sides can be seen by customers from any part of 
the store. 
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W. R. Voorhees Company Had Early Start 


The Founder Started In the Hardware Industry Back In 
the "Gay Nineties" . . . Representative Firm Continues 
to Cover Western States Guided by Son of Founder. 


T was right at the inception of 

the horseless carriage that the 
founder of W. R. Voorhees Com- 
pany, manufacturers represen- 
tatives at 417 Market St., San 
Francisco, started in the hard- 
ware business. W. R. Voorhees, 
Sr., became a backroom stock 
boy in the Walter T. Johnson 
Hardware Co., retail hardware 
store in Newark, New Jersey, 
in the ’90s. In three years he 
changed to Russell & Erwin, 
also starting as a stock boy and 
working his way up to a repre- 
sentative in Ohio and Michigan. 

He did a lot of traveling for 
Russell & Erwin and part of 
that traveling brought him to 
the West. In December, 1919, 
he joined John T. Rowntree, 
Inc., factory representative or- 
ganization in San Francisco. 

In 1921 he established the 


HEAD OF FIRM, W. R. Voorhees, Jr., 
coordinates sales activities out of San 
Francisco headquarters. 
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Hal Platt, 
Northwest Rep 
for Company 


Late W. R. 
Voorhees, Sr. 
Founder of Firm 


W. R. Voorhees & Company. In 
1935 W. R. Voorhees, Jr., joined 
his father to learn the ropes of 
the manufacturers representa- 
tive business, covering Northern 
and Central California. In 1936 
he went to the Northwest and 
covered Washington, Oregon, 
Montana and Idaho; and Van- 


SECRETARY, Mrs. Margarite Jones 
has been with firm since 1949 at San 


Francisco office. 


Bill Baker, 
Southern 
Calif. Rep. 


Jack Baker, 
Southern 
Calif. Rep. 


couver and Victoria, B. C. Dur- 
ing the war he was commis- 
sioned as an ensign in the Navy 
and was assigned to the 13th 
Naval District in Seattle. He 
soon served in Alaskan waters 
including the Aleutians. Before 
returning to civilian life, he ob- 
tained the rank of lieutenant. 

After Hal Platt joined the 
staff in Portland in October, 
1946, Bill helped to indoctrinate 
him in the business. Bill left the 
Northwest territory in charge 
of Hal in January, 1947. He 
took over the management of 
the business in San Francisco 
and covered the central portion 
of the territory, which up to 
that time had been taken care 
of by W. R. Voorhees, Sr. Bill 
now covers the entire territory 
at times with the firm’s other 
representatives, Platt, W. V. 
Baker and J. W. Baker. 

Hal Platt graduated from 
Stanford the same year that Bill 
Voorhees did, in 1934. Platt 
then joined Medford Hardware 

(Continued on page 64) 
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Pillars Add More Display 


Foothill Hardware 
Tustin, Calif. 


OVERING eight beam supports with 12 inch 
C squares of 14 inch Peg Board enabled Dale 
Hahn, owner of the Foothill Hardware, Tustin 
California, to take many items out of their shelf 
boxings, and display them visually for maximum 
movement. 

“Our store is not small by any means,” com- 
ments Hahn. “We take in 4800 square feet. But 
unless all potential footage is utilized, we feel we 
are not tapping all our revenue producing possibil- 
ities.” 

To add color appeal, all columns throughout the 
store are covered in various hues of Peg Board. 
Saw blades, sandpaper, and numerous other items 
are displayed in prominent view. 

To enable the store’s salespeople to quickly bring 
down a wanted item from the 12 foot high col- 
umns; a pole with two-3 inch L-hooks is utilized. 

“The.idea may seem small” says Hahn, “but the 
fact is we have gained additional display space 
we never had before.—And at no expense to our 
wide shopping aisle space!” 


TWELVE-FOOT COLUMN DISPLAY for “visual mer- 
chandising” of small items. Pole with two L-hooks 
reaches all items. 





Mobile Show Helps Dealers 


ARDWARE dealers in Northern California 
this year were able to go just a short ways 
from their store to a mobile showroom operated 
by General Electric. They saw a complete line of 
vacuum cleaners, fans, heaters and blankets. 
This Mobile Show was conceived and developed 
by C. J. Hill and H. W. Hamilton. They are vac- 
uum cleaner and automatic fan and blanket de- 


IN UNCROWDED QUARTERS the dealer can spend a 
few quiet moments looking over complete stock of mer- 
chandise, merchandising aids, advertising programs, etc. 
so that he can actually take advantage of the company’s 
promotional program for whatever merchandise is being 
shown, such as fans, automatic blankets, etc. 
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partments district representatives, of the House- 
wares Division of G. E. 

The Mobile Show helped dealers learn more 
about the products and available display units. 
The results were very gratifying. The Mobile 
Show will be used again this Fall for promoting 
other types of merchandise. 


MOBILE SHOW ROOM is being used by district sales- 
men of the General Electric portable appliance division 
throughout northern California to display seasonable 
merchandise. The trailer is driven right up to the hard- 
ware store. 
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BRISK “ACTION” AT 
SIST CALIFORNIA 
GIFT SHOW IN LA 


HE 5lst California Gift Show 

closed its six-day run from 
July 24 through 29 with a slight 
drop in attendance but with ex- 
hibitors reporting “more action 
than usual.” The 6.6 per cent 
attendance decline was _ attri- 
buted to the show being sand- 
wiched between the two political 
conventions and one of Southern 
California’s most blistering heat- 
waves. Total attendance at the 
Los Angeles show was 17587 
buyers. This was a drop of 539 
from July, 1959. Most of the 
missing buyers, according to 
show chairman Murray R. Carr, 
were from the Los Angeles area 
and were principally from 
smaller outlets. 


SANTA CLAUS arrived 
early at Gift Show. 


ARTIFICIAL FLOWERS 
make attractive booth 
display. 
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CLOTH ANIMALS and 
fruit bowl are shown to 
buyer. 


OWNERS of Messick’s, 
Salinas, admire flowers. 


OUTGOING SHOW CHAIRMAN 
W. H. (Pete) Bostrom (center), Bos- 
trom’s, Phoenix, Ariz., receives Gift 
Show committee plaque from former 
chairman Thomas W. Hogan (right), 
president of Flintridge China Co. 
New chairman Murray R. Carr, pres- 
ident of House of Paper, Inc., 
looks on. 


Carr, president of House of 
Paper, Inc., succeeded W. H. 
(Pete) Bostrom, owner of Bos- 
trom’s, Phoenix, Arizona, as 
chairman of the 40-member 
buyer-exhibitor show committee. 

Guest speaker at the Buyers- 
Exhibitors Breakfast held July 
26 in the Ambassador Hotel was 
30b Ringer, a sales training au- 
thority. His timely speech stress- 
ing the tremendous competitive- 
ness of today’s market kept his 
audience electrified. “Create in 
your customers not a desire but 
an obsession ... make them want 
you and your merchandise more 
than anything else,” he said, 
“and you'll find your sales mov- 
ing steadily upwards.” 


RIBBONS are used to 
make trees and wreaths. 


CAVE-LIKE BOOTH has 
in-store display items. 


HAPPY PRIZE-WINNER Mrs. G. 
J. Finwall, Finwall’s Hardware, Chula 
Vista, Calif. Others (from left) are: 
Mr. Finwall; Mrs. Finwall with 
$150 filled megaphone; Ben Alexan- 
der, M. C., who awarded prizes; Wal- 
ter Starnes, Walter Starnes Co.; and 
Lew Moss, Monogram of California. 


Ben Alexander, Jack Webb’s 
partner in “Dragnet,” was mas- 
ter of ceremonies. He officiated 
at the drawing of the door prizes 
in which a total of $350 in cash 
was won by guests. 

Dave Caro, Geo. Borgfeldt 
Corp., chairman of the Breakfast 
sub-committee, was succeeded by 
Dudley K. Smith of the George 
S. Thompson Corp. He will 
shortly name the new committee. 

Trade Shows Ltd., managers 
of the market event, announced 
that the next show will be 
January 22-27, 1961. It will be 
held at the same places, the Bilt- 
more and Ambassador Hotels, 
Brack Shops and Merchandise 
Mart buildings. 


BUYER AND EXHIBI- 
TOR sit down for dis- 
cussion. 


EXPRESSO COFFEE 
served from demonstra- 
tion units. 
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1000 New Products at Hardware Show 


15th Annual National Hardware Show in 
New York to Have Over 50,000 Items on 
Display ... Five Day Event Expected to 
Draw Buyers from Every State in the 


Country 


Miles of Exhibits to See 


ORE than 45,000 buyers are 

expected to learn what’s 
new, plan their sales and pre- 
view next year’s profits at the 
15th annual National Hardware 
Show at the Coliseum in New 
York City, October 10-14. 

Why do buyers attend trade 
shows? A survey indicates that 
95 per cent of the 45,000 buyers 
who will attend the National 
Hardware Show will come chiefly 
to find out what’s new, accord- 
ing to Frank M. Yeager, man- 
aging director. Exhibitors cor- 
roborate the survey by saying 
that 95 times out of a hundred 
the first question a buyer asks 
when he enters a _ booth is, 
“What’s new?”’, Yeager contin- 
ued. 

For the past 15 years, manu- 
facturers have made the show 
the target date for introducing 
new products. More than 1000 
new products will be unveiled at 
the show. Also included are new 
packages and promotions. Yea- 
ger said that for the fourth con- 
secutive year the show will oc- 
cupy all available display space 
in the huge exhibition hall. At- 
tendance is expected to break 
last year’s record of 45,327. 
Visitors from all 50 states plus 
40 foreign countries attended 
the 1959 show. 

More than 1000 manufactur- 
ers will display and demonstrate 
over 50,000 items. Staffing the 
exhibits, some 10,000 persons 
will welcome buyer questions 
about prices, delivery, advertis- 
ing and promotion. Many of 
those who will be on hand at the 
exhibits will be top executives of 
the exhibiting firms. 

In the Coliseum itself, the ar- 
rangement of displays are setup 
with the first floor, first mezza- 
nine and second floor featuring 
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hardware, housewares, paint, 
large and small appliances, 
power and hand tools, plumbers’ 
and electrical supplies, automo- 
tive tools and equipment, laun- 
dry and bath accessories, 
giftwares and utility wares, do- 
it-yourself items and a host of 
other related and allied prod- 
ucts. This, of course is only a 
partial listing of items. 

The third and fourth floors, 
occupying more than 140,000 
square feet, will be devoted ex- 
clusively to the largest and most 
complete and varied assortment 
of lawn, garden, outdoor living 
and light farm products and 
equipment. There will be some 
300 exhibitors showing the latest 
in every phase of outdoor living, 
including complete lines of karts 
and karting equipment. Included 
with this group are the exhibits 
of power and hand lawn mowers, 
tractors and tillers, fertilizers 
and insecticides, wheelbarrows 
and spreaders, garden tools and 
equipment, outdoor furniture 
and accessories, barbecue grills 
and supplies and all types of 
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Guess what we just ran out of . 


. - . Over Four and One-Half 


products and specialties for 
lawn, garden, porch, pool and 
patio. 

Show hours for the four and 
one-half miles of exhibits are: 
October 10, 11 A.M.-6 P.M.; 
October 11, 10 A.M.-6 P.M.; Oc- 
tober 12, 10 A.M.-10 P.M.; Octo- 
ber 13, 10 A.M.-6 P.M.; October 
14, 10 A.M.-38 P.M. Advance 
registration and information 
may be obtained by writing Na- 
tional Hardware Show, Suite 
1103, 331 Madison Avenue, New 
York 17, N.Y. 


AHMA & NWHA TO 
MEET AFTER SHOW 


pecan Hardware Manu- 
facturers Association and the 
National Wholesale Hardware 
Association will meet jointly in 
Atlantic City, N. J., October 16- 
19. This year’s National Hard- 
ware Convention, which follows 
the National Hardware Show, 
will open with the president’s 
reception at 5:30 P.M. on Sun- 
day, October 16. Cooperating 
headquarter hotels will be the 
Dennis and Shelburne. 

According to Arthur L. Fau- 
bel, secretary of the manufactur- 
ers association, the Conference 
Booth Plan will operate on Mon- 
day and Tuesday, October 17-18, 
from 2 until 5 P.M. This plan 
gives wholesalers and manufac- 
turers an opportunity to meet 
in a convenient and concentrated 
area. 

Presiding over the meetings 
for manufacturers will be 
AHMA president John Gibson, 
III, McKinney Manufacturing 
Company of Pittsburgh, Pa. For 
the wholesalers, president Ho- 
ward Price, Salt Lake Hardware 
Company, Salt Lake City, Utah, 
will preside. 
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“COME IN AND BROWSE,” is the greeting the Saleslady 
(at left) is giving the gift-shopper. Management believes 
shoppers will buy more impulse items if allowed to look 
around without repeated interruptions from sales people. 


THIS IS PART OF THE HOUSEWARE SECTION which 
was reclassified and promoted as gift wares. Total section 
now occupies at least 50 per cent of store area. It is favor- 
ite of lady shoppers who represent 80 per cent of store 
traffic. 


HOUSEWARES RECLASSIFIED AS GIFTS 


ISCOVERING that 80 per cent of the traffic 

through his new shopping center hardware 
store consisted of women, Marvin Kealiher 
immediately reclassified housewares, electrical 
housewares, service items, etc., under the “gift 
heading’. With 50 percent of the store space de- 
voted to their display, Kealiher, owner of Patter- 
son Hardware Company, Denver, Colorado, has 
sharply boosted profits. 

Kealiher has been a merchandising executive 
with two major national chains before “backing 
into the hardware business” as he put it. In April 
of 1952, he purchased a new hardware store in the 
Merchants Park Shopping Center, one of South 
Denver’s busiest community shopping areas. 
Here, he attempted to adopt a lot of merchan- 
dising principles learned with the chains to in- 
dividual hardware store operation. He has met 
with a great deal of success. 
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Patterson Hardware Company 
Denver, Colorado 


The Denver dealer’s first step was to conduct 
an exhaustive survey of store traffic, which, as he 
suspected, proved that eight out of 10 customers 
who visit the store are women. This is largely 
due, Kealiher points out, to the presence of a huge 
supermarket, women’s apparel stores, variety 
stores, bakeries, etc., in the Merchants Park 
project. 

Upon convincing himself, Kealiher immediately 
took steps to completely reorganize the store’s 
merchandising facilities. He immediately cut 
down the size of the tool department, sporting 
goods department, cabinet hardware and other 
such sections, in favor of expanding housewares, 
electrical housewares, housecleaning items, and 
“service items.” 

These now occupy the entire left side of the 
store, from the main aisle to the wall, represent- 

(Cont. on page 63) 





EXTRA SALES 


FROM “ART GALLERY” 


Small and Large Framed Pictures Get 

Customer Attention in Gift Department 
.. - Demand for Pictures Increased from 
the Start... A Dozen are Sold Each Week 


Finwall's Hardware 
Chula Vista, Calif. 


ONVERTING a shelf area in 

his store which was form- 
erly used for displaying stools 
into an “art gallery” has given 
Gordon Finwall, owner of Fin- 
wall’s Hardware, Chula Vista, 
California, two distinct advan- 
tages. 

“The upper shelf area in our 
gittwares department” explains 
the dealer, “up till a year ago 
was static space. We had al- 
ways used this area for display- 
ing stools and other items which 
provided only nominal move- 
ment. Since converting this 
space into what we like to call 
our ‘art gallery,’ we now find 
this is one of the most valuable 
selling areas in the store.” 


PICTURES SOLD on will-call basis are left on display 
with “sold” tag attached. Gordon Finwall, shown with a 
sold picture, finds tag helps sales. 


THE ATTENTION OF CUS- 
TOMERS entering the store is 
immediately commanded by a 
colorful arrangement. Both 
small and large framed pictures 
are displayed from several large 
sections of peg board. This idea 
alone has been responsible for 
many comments Finwall has re- 
ceived from customers. 


ART GALLERY was formerly upper-shelf display area where goods moved 
slowly. Four and five dozen framed pictures are now kept on exhibit. 
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“On several occasions” says 
Finwall, “our picture gallery 
has been responsible for bring- 
ing customers into the _ store 
whose only purpose was to look 
over the pictures. This resulted 
in a sale.” 

Prices of the pictures range 
widely, anywhere from $1.98 on 
up to $26.95. 

“Originally” he says, “our in- 
ventory of pictures was quite 
small. As I recall, it was in the 
neighborhood of one dozen. A 
window display helped sell two- 
thirds of our stock in the first 
two days after introducing this 
new feature.”’” The demand for 
framed pictures increased so 
rapidly however, that Finwall 
soon found he needed to in- 
crease the line in both depth and 
variety. Today, the store has 
no less than four and five dozen 
picture subjects on view at all 
times. 

“This set-up has been respon- 
sible for cultivating additional 
sales in our giftwares section” 
Finwall comments. ‘Since the 
picture gallery is prominently 
shown, customers shopping the 
gift area are frequently re- 
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minded of some spot in theirs, 
or a friend’s home where a par- 
ticular picture would go well.” 
This dealer has found that peo- 
ple always will make some com- 
ment while studying a picture. 
“This opens the way,” he says, 
“for me to ask about the decora- 
tive appointments in a custom- 
er’s home, and to suggest an ap- 
propriate picture.” The ap- 
proach has been so effective, 
that one week the store sold 
three dozen pictures. 

“Normally however,” Finwall 
points out, “our sales usually 
average twelve each week. But 
when you consider that from 
that amount we sell several of 
the large ticket pictures, you 
can see it’s more than worth- 
while.” 


A SMALL IDEA which Fin- 
wall has found to be effective, is 
to keep at least one picture 
which is on will-call displayed 
in the giftware section, just be- 
neath the picture gallery. “We 
put a small ‘sold’ sign on the 
lower left hand corner of the 
picture, and the sales receipt in 
the opposite upper corner.” 

“It’s amazing,” he says, “the 
psychological effect this has on 
customers. One week for ex- 
ample, we had requests from 
two different customers for a 
picture which had been sold and 
was to be picked up later. Now 
we don’t bother putting will- 
calls in the back room. We 
leave them out where everyone 
can see what other people are 
doing to decorate their homes.” 





Ye 4 = 
tA 
No, | won't step fishing! 


No, | won't go open the store! . 
and I'm out of thumb tacks anyway 
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Performance 


in dealer sales and on the job! 


Well-satisfied customers and healthy repeat sales breed 
strong turnover and a good return for dealers handling SS 
the solid line of TM Chain. Such performance stems 

from Taylor's 87 years’ experience in chain manufactur- ‘fS ‘ 
ing and merchandising. Investigate your profit potential \ wi 


with TM Chain. Call your wholesaler or write today. - 
Proof Coil, BBB, Machine, and Coil Chain e Log Chains e Utility 


A A f Weldless and Stamped 


e Animal ChainseA 
1@A full line of chain fittings and attachments. 





BBB & a-s TM Chain 
Proof Coil in oO Saiesmaker 
_—S 





Tay-Pails 








y B = > . 2 Distinctive, \ —\\ Special Items 
ay i ~ r Z | Easy-to-read - in Poly Bags 


Cartons 


ade 


Al hy SINCE S.G. TAYLOR CHAIN CO., Inc. 
1873 Hammond, Indiana 


WEST COAST OFFICE AND WAREHOUSE, 2343 Saybrook Avenue, Los Angeles 22, California 
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NEWS 





Salem China Moves Branch 


SAN FRANCISCO—The Western 
branch office of the Salem China Co. 
here has moved from the Western 
Merchandise Mart to the Sales Mart 
at 1485 Bayshore Blvd. The an- 
nouncement was made by Leo Holzt- 
berg who has been in charge of this 
office for many years. 

In their new quarters the firm has 
a complete sample line on display. 
They also have Foley English bone 
china on special display as well as 
several new promotion items in 59- 
and 101-piece sets. 


Two Western Dealers In 
S&Q Planning Session 


William C. Kyle, Idaho Falls, Ida.; 
and Loyd West, Portland, Ore.; were 
members of the S & Q Hardware 
Stores planning committee who met 
recently at Janney, Semple, Hill’s new 
warehouse in Hopkins, Minn. 

The meeting was held to formulate 
management, advertising, and mer- 
chandising plans for 1961. The com- 
mittee approved all phases of the 
groups plans for 1961 and will meet 
with dealers in each of their respec- 
tive areas to review in detail the ap- 
proved plans for the coming year. 


YOU GET MORE BECAUSE 
YOU GIVE MORE... 








when you sell 


Sandvik 








Hard Point Bow Saw Blades! 


Because of super hardened tooth tips, 


these rugged bow saw blades give 3 to 12 
times more cutting than ordinary blades. 
Since these special Sandvik blades are 
never to be resharpened, this expense and 
inconvenience is eliminated. This, your cus- 
tomer will like. When you offer him a Sand- 
vik Hard Point blade you will have a satisfied 
Customer who comes back. This, you like! 
Stock, display and sell Sandvik and you'll 
find that you do get more when you give 
more. Sandvik Hard Point Blades are avail- 
able in 21”, 30”, 36”, 42”, and 48” lengths. 


Sandvik street, ine. 


SAW & TOOL DIVISION 





CAUTION: 


Sandvik Hard Point 
Blades are covered by 
U.S. patent No. 2,829,- 
684. They may be imi- 
tated in appearance, 
but never matched in 
performance! 











OTHER PRODUCTS 
SANDVIK OFFERS 

Hand Saws « Buck Saws 
Files * Chisels 

Scythes .. . all made 
from the finest Swedish 


1702 Nevins Road, Fair Lawn, New Jersey steel 
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Old Colony Promotes Two 


Don Douglas 
Stewart Kennedy 


LOS ANGELES—Old Colony Paint 
& Chemical Company here announced 
two executive promotions recently. 
Don Stewart was appointed manager 
of plans and merchandising. This is 
a new department. Douglas Kennedy 
was named manager of trade sales. 

Stewart was formerly sales man- 
ager. In his new position, he will 
conduct analyses and surveys of mar- 
ket conditions. He will also prepare 
merchandising plans for the company 
and its dealers. 

Kennedy was assistant sales mana- 
ger prior to his promotion. He will 
be responsible for supervision of 
sales representatives in the field and 
help train new personnel. Kennedy 
will also assist dealers in increasing 
sales and answer questions on prod- 
ucts and prices. 


Fikkan Elected President of 
Marshall Wells of Canada, Ltd. 


P. C. Fikkan, vice president and re- 
gional manager for Gamble-Skogmo, 
Inc., has been elected president of 
Marshall Wells of Canada, Ltd. He 
will headquarter in Winnipeg, Canada. 

Fikkan started with Gamble-Skogmo 
upon graduating from the University 
of Idaho. He has managed a number 
of the company’s stores and was a 
district manager. In 1955 he was ap- 
pointed assistant vice president. In 
April of this year he was elected to 
vice president. Fikkan replaces R. A. 
Hobday, who has become chairman of 
the board of Marshall Wells, Ltd. 

Gamble-Skogmo owns a 93 per cent 
interest in Marshall Wells of Canada, 
Ltd. The firm distributes hardware 
and general merchandise through more 
than 3,000 wholesale merchandise ac- 
counts and 267 retail outlets, many of 
them in Western Canada. 


8000 Expected at H-H Fair 
In New York, October 9-14 


More than 8000 buyers are expected 
to flock to the Fifth Annual Hardware- 
Housewares Fair at the Barbizon- 
Plaza Hotel in New York City, Oc- 
tober 9-14. 

Open to a controlled trade audience, 
the Fair will present a broad pano- 
rama of new and interesting items 
from the United States, Germany, 
Japan, France, Italy, Great Britain 
and Belgium. 


HARDWARE WORLD 





NEW! suipers askep FOR IT DSSS WOR MADE IT! 


aes S 
THE FIRST16 ft.) 


PUSH-PULL "RULE 
ON THE MARKET 


Better than a 10’ rule for measuring the new nh . 
14’ and 16’ sizes in slab building materials , Ne mS 

It’s new . . . it’s exclusive! New 14 and 16 foot slab, sheet and panel Cee ee ee 3.95 
sizes in building materials call for the easy measuring capacity of this © buick Giese te Price per rule $2.64 


new 16’ Disston Rule. Rigid ““White Face” blade makes even a 16’ * Sturdy Aluminum Die (packed % doz. in carton) 


i P Cast Case 
vertical measurement a one-man job. * Just 7 0z., No Added Weight Make $1.31 on every sale 


Right now, order the new Super Chief 16’ Rule from your Jobber, or write: Disston Division, H. K. Porter Company, Inc., Philadelphia 35, Pa. 




















H. K. PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY with steel, rubber and friction products, asbestos textiles, high voltage electrical equipment, electrical wire and cable, wiring 
systems, motors, fans, blowers, specialty alloys, paints, refractories, tools, forgings and pipe fittings, roll formings and stampings, wire rope and strand. 


For Details Circle 28 on INQUIRY CARD 





Write FOR CATALOG 


SHOWING 


<< | WILSHIRES 
tubular | ‘yew LOOK 


construction ‘| 
for strength, resiliency, and i | in FIREPLACE . 


profitable SALES! eee fe | 


NEW! In 16 or 13 oz. nail and AT POPULAR PRICES 
16 oz. ripping. Also original sppmapa 
“999” pattern 20 oz. ripping 
available with plain or milled Featuring: 
face and extra long handle. @ DANISH 
Natural rubber grips. ORIENTAL 
MODERN 
TRADITIONAL 


‘ . ee D tor-styl 
Price 16 and 13 oz. sizes $5.50 en Gee ” 








Write for further details. 


Ask for Brochure on 


wry ao WILSHIRE wec.co. 


135 South LaSalle Street Main Office: 4865 San Fernando Rd. West, Los Angeles 39, California 
CHICAGO 3, ILLINOIS Eastern Plant & Whse: 850 W. Jackson Blivd., Chicago 7, Illinois 
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NEWS 





Promotions for Two Ekco Men 


Howard 
Fassett 


Maurice B. 
Cossman 


Ekco Products Company of Chicago 
announced recently that vice presi- 
dent Maurice B. Cossman has been 
named general sales manager for 
Ekeo Flint and Ekco-Autoyre prod- 
uct lines. At the same time it was 
announced that Howard Fassett, San 
Francisco district manager, has been 
promoted to regional sales manager 
for the West Coast. 

Cossman was previously vice presi- 
dent of sales for Ekco-Autoyre line. 
He joined the company in 1949 and 
was elected a vice president in 1958. 

Fassett has been with the house- 
wares company since 1953. He will 


(with a coin) 


Women everywhere love Decuxe Kleencut 
shears with Miero-Tension because they 
can quickly and easHty tighten or loosen them 
so they always feel just right — and —— no 
more loose, sloppy blades! Micro-Tensien 
makes DeLuxe Kleencut shears trim neater and 
more comfortably whether cutting thin 
r thick and it's a lifetime adjustment! 


materials 


The one and only 


MICRO-TENSION 
' ADJUSTMENT 


| Patent Pending) 
Exclusive on 


DELUXE 


MR. DEALER — You'll 
like the DeLuxe Kleen- 
cut line too, because 
it’s backed by national 
advertising, smart mer- 
chandising, and you're 
sure of a big 40% 
profit! Order DeLuxe 
Kleencut from your job- 
ber now or write: 


¢ BEST LOOKING 
FINISH AVAILABLE 
ANYWHERE! 


¢ HAND GROUND 
BLADES 


© DOWN-TO-EARTH 
PRICES 
$1.59 T0 $2.75 


THE ACME 


World’s Largest Manufacturer 


Bridgeport 1, Connecticut 


a 


< 
* Guara 


~ 


© QUALITY 
GUARANTEED 


~~, 


~ 


© EVERY PAIR TESTED 
AND INSPECTED 


* BIG, COMFORTABLE 


COLvUrTy, ~ 
. 
y” 


nteed b 


Good Housekeeping 


40 
Vas 
45 apy 


SHEAR CO. 


* 
casio Wee 


of Scissors and Shears 
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continue to headquarter in San Fran- 
cisco. His territory includes Calif- 
ornia, Oregon, Washington and West- 
ern Nevada. 


New Exhibit Space For 
Denver Gift Show 


DENVER—The 32nd Denver Gift 
and Jewelry Show will be expanding 
into additional exhibit space when it 
opens in Denver’s Albany Hotel for 
a four-day run _ starting Septem- 
ber 18. 

New open-booth display will be lo- 
cated in the hotel’s Mural Room just 
off the mezzanine. Other displays 
will be in sample rooms on the sec- 
ond through sixth floors and booths 
on the mezzanine, main floor and 
Game Room in the lower level. 

Current show will feature an esti- 
mated 900 lines shown by 137 exhibi- 
tor firms from all over the United 
States. 

Buyers will be seeing some inter- 
esting new lines, some of which are 
coming into this show for the first 
time, or which have not been shown 
in Denver recently, observed George 
L. Pascoe, Trade Show’s president. 

The Denver Show’s traditional 
Buyer party will be held Tuesday 
evening in the Cathedral Room. 


Detecto Appoints Two 


Ralph L. Millie and John W. Archi- 
bald, of the firm of Archibald & 
Millie, were appointed sales repre- 
sentatives for Detecto Scales Inc. in 
Colorado, New Mexico, Utah, Mon- 
tana, and part of Idaho. 


HARDWARE WORLD 





FISHING TACKLE JOBBERS 


* 


iis 


WESTERN FISHING tackle jobbers 
were guests of Old Pal, Inc., a sub- 
sidiary of Animal Trap Company of 
America at a luncheon at the Lan- 
caster Country Club, Lancaster, Pa. 
On extreme left is E. A. Myer, Old 
Pal West Coast representative and 
Floyd Maurer, Western Wholesale 
Sporting Goods Company, Oakland, 
Calif. Thirty-two jobbers attended. 


NEW TRADENAME FOR AEROPLASTICS 


&, 
oo 
BR 
FUN FOAM 
VENICE, Calif.—Aeroplastics Cor- 
poration recently announced a new 
tradename for their line of expand- 
able polystyrene products. The new 
name “Fun Foam” will appear on all 
Aeroplastics products which include 
Swim Fun Board, Surf ’N Pool Board 
and a variety of toys, sporting goods 
and housewares. According to Nor- 
man Balch, sales manager for Aero- 
plastics, intensive promotional and 
advertising wili be used in backing 
the new tradename. 


“Profit at the Pier" 
is Mid-America Theme 


“Profit at the Pier” will be the 
theme of the second annual Mid-Amer- 
ica Lawn, Garden and Outdoor Living 
Trade Show to be held November 13-15 
at Navy Pier, Chicago. 

“The country’s leading manufac- 
turers will offer buyers hundreds of 
new ways to increase profits in 1961 
at the largest and most complete 
showing of lawn, garden and outdoor 
living products and equipment ever 
held in the Midwest,” according to 
Managing Director, Frank M. Yeager. 

“Buyers will see exciting new prod- 
ucts, packages and packaging—many 
of which will be unveiled for the first 
time in the Midwest. They will learn 
firsthand about new profit-producing 
promotions and merchandising plans. 
And they will have an opportunity to 
talk with executives about prices, de- 
livery and the like,” Yeager said. 





COMING IN OCTOBER... 
CHRISTMAS GIFT 
Issue . . . Window and In- 
Store Display Ideas 
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NEWS 
Hamilton 


Cosco NHMA Exhibit Dates Set 


Appoints So. j The NHMA National Housewares 
Calif. Sales Exhibit in Chicago’s new Exposition 
Rep i 4 P Hall has been set for January 16-20, 

© 1961, it was announced by association 


Gisies. 1 secretary Dolph Zapfel. 


Zeutzius J i 
eutzius, Jr New Mirro Manager 


William C. Wollum has been ap- 

LOS ANGELES—George H. Zeut- pointed manager of the newly created 

zius, Jr., has joined Hamilton Cosco, Builder Sales Department of the 

Inc., Columbus, Ind. He will work Mirro Aluminum Company, according 

with Dudley Clower as a sales repre- to an announcement by G. C. Kubitz, 
sentative in Southern California. senior vice president-sales. 


THE ALL-NEW 


ONLY 


$19.95 


* with new blade holder 
* tilting shoe for angle cuts 


* rip fence and circle cut attachment 


LOWEST PRICED Y/7- SAW 


You'll make more sales . . . more profit with the new Forsberg 707 — the 
lowest priced, reciprocal-action saw on the market. The 707 offers more 
power ... more cutting capacity. Cuts 2” finished lumber . . . cuts plastics, 
light metals, hard rubber, pressed wood, etc. no jumping or chattering. 


This versatile Whiz-Saw is easy to use . . . convenient blade holder does 
not interfere with grip . . . tilting shoe adjusts easily for angle cuts . : . rip 
fence and circle cut attachment is a cinch to use . . . toggle switch is safely 
located to prevent accidental starting. 


The 707 is smartly packaged in a special die cut carton designed to pro- 
mote sales. Takes up little counter-space. Low price means easy sales. 
Place your order today and ask for literature on the new improved Whiz 
Saw #1, which incorporates many new features. 


BUY FORSBERG TIME TESTED TOOLS . . . AND BE SURE 


THE FORSBERG MFG. CO. esc, 


Listed by Underwriter’s Laboratories, Inc. 
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NOW... 
Every link of 
Campbell Chain 
tells me what 
| want to 
know! 


CAMPBELL marks every link to show the grade or 
the manufacturer . . . it’s ‘““HALLMARK’’e CHAIN! 


Yes, only CAMPBELL identifies all the popular 
welded chain grades with embossed letters on 
every link! 


The grade mark (see below) appears on alternate links 





. .. your permanent grade identification. 


other link . . . your manufacturer identification. 


The Campbell “C” is permanently in relief on every | 


AND ... another bonus! CAMPBELL CHAIN is easy to 
measure. It’s ‘‘Measure-Mark’’ Chain color coded 
exactly every five feet (see below). 

"MEASURE-MARK" 


r GRADE GRADE MARK COLOR CODE 
PROOF COIL CHAIN P GREEN 

BBB CHAIN B RED 
HIGH TEST STEEL CHAIN H BLUE 
CAM-ALLOY CHAIN A ORANGE 
































CAMPBELL CHAIN Company 


FACTORIES: York, Pa.; West Burlington, lowa; Union City, Calif, 
CHAIN WAREHOUSES: £E. Cambridge, Mass.; Atlanta, Ga.; Dallas, Texas; 
Chicago, Ill.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif, 
Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS 


CAMPBELL 


2 3 


OIE 4 4 bb 6 6 bo” 


UPDATED STORES 
(Continued from page 10) 


center cooperated in the grand 
opening. A give-away was the 
featured highlight. A patio set 
including table, chairs, umbrella 
and barbecue was given away. 

Santa Rosa Hardware closed 
its store at 533 Mendocino Ave., 
and moved. 


WEED—Grand opening of 
Weed Building Materials, Inc., 
was celebrated here. Represen- 
tatives were on hand from vari- 
ous suppliers and factories to 
demonstrate tools, hardware 
and building materials for home 
owners and contractors. Free 
gifts were available to all visi- 
tors. President of the firm is 
Ken Mantle. “Hap” Pauletto is 
vice president. Both men are 
active in operating the business. 


OREGON 


ESTACADA — Gray’s new 
Coast-to-Coast hardware store 
is under construction. The new 
building will be 27 x 100 and is 
expected to be completed in Sep- 
tember. 


PORTLAND — Powell Vista 
Hardware opened here recently. 
Located at S. E. 122nd Avenue 
and Powell Boulevard, the store 
has 4800 square feet of space. 
The exterior walls of the store 
are nearly all glass. A garden 
center is at the north side of 
the store. The store is owned 
by Tru-Value Stores. Inc. It is 
the second store for the firm. 
Officers of the company include 
Gerald C. Kasserman, presi- 
dent; Raleigh E. Stone, vice 
president; and Ronald Brown, 
secretary-treasurer. Grand 
opening activities included free 
hot dogs, balloons, candy and 
prizes for patrons. 


UTAH 

RICHFIELD — Croft’s Hard- 
ware announced the opening of 
their new store with a grand 
opening. The PRO Hardware 
store has expanded its facilities 
and now includes boats, motors, 
sporting goods, in addition to 
hardware, home and _ garden 

(Continued on page 61) 
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Dust never has a "3 
chance to settle 


when you display 
S-K/LECTROLITE 
TOOLS _~ 


—_——— 


elehan 2 @) ae @ tO) She aerial -la- mama elels 
pocket WVal-tain iol’ al-WZ- 
S-K/LECTROLITE sales-proven 
tools properly. : 
~ merchandised in sets! 
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SEE REVERSE SIDE FOR ADDITIONAL DETAILS 
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You’ve struck a “rich vein’’ when you sell 
S-K /Lectrolite. Users know they can count on 
the quality of these fine wrenches. . . they 
like the highly polished finishes. And there’s real 
pride in owning professional quality tools, each 
machined to precise tolerances by dedicated 
craftsmen. These are only a few of the reasons 
S-K /Lectrolite tools are consistently bought and 
used by men who make their living with tools. Isn’t it time 
you started selling the tool line your customers prefer ? 


A complete socket set with an all-purpose selec- 


MASTER COMBINATION SET—No. 4189 
tion of wrenches. 


it 
" a 
oe Li] 
ie ee ' ; 


Hea | 
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£40; 01D) ore Wc) st &) & 5i 


LECTROLITE WRENCH SET—No. 1711-R 
Lectrolite sets give you twice the volume of 
individual wrenches. 





CHICAGO 32, ILLINOIS / DEFIANCE, OHIO 
Designers and Manufacturers of Quality Wrenches Since 1923 


lit te Gole] Dust trail 


with S-K/LECTROLITE 


4to6 TIME TURNOVER 


Here’s a sales record unmatched in the wrench industry. 
Actual sales records in all types of outlets prove that 
S-K/Lectrolite tools MOVE! 


ESTABLISHED ACCEPTANCE 


Men who make their living with tools have made S-K/Lectro- 
lite their favorite. Handymen are consistent users, too! Line 
satisfies over 90% of the demand. 


PROTECTED PROFIT 


S-K/Lectrolite tools are available only through established, 
reputable outlets—protecting you from ‘cut throat” 
competition. 


FULLY GUARANTEED 


Every S-K/Lectrolite tool is guaranteed against defects in 
material or workmanship. Lasting satisfaction is assured. 


Lectrolite wrench sets are easily displayed in attractive 
vinyl and plastic rolls or bags, each with grommets for 
hanging. 





UPDATED STORES 


(Continued from page 58) 


supplies and building materials. 
During the grand opening, fac- 
tory representatives were on 
hand to demonstrate many tools 
and appliances carried by the 
store. Gifts, prizes and refresh- 
ments were given to guests. 


WASHINGTON 


CHEWELAH—A gala Sum- 
mer Show was held at Foos 
Hardware in celebration of a 
change of name and remodeling 
of the store. The store was the 
former Chewelah Transfer. Mr. 
and Mrs. Henry Foos, the new 
owners, served coffee, punch, 
donuts and cookies to visitors. 
Free gifts were also given to 
guests. A special feature of the 
event was the awarding of eight 
free merchandise gifts to per- 
sons who had registered. Elec- 
tric coffee pot, toaster, power 
drill, coffee table and other 
prizes were presented to win- 
ners. The new store has wide 
aisles, merchandise islands, in- 
direct lighting, wall Peg Board 
hanging displays and complete 
lines of merchandise. 


EVERETT — Ely Hardware 
has added 2300 square feet of 
space to the store. Owner 
Everett Ely stated that this ad- 
dition doubles the space of the 
hardware firm. Located in Sno- 
homish at Second and Maple 
streets, the store has now an 
expanded hardware, seed and 
garden departments. 


KALAMA — Baker Lumber 
Co. opened its second store. The 
new branch of the Kelso based 
firm is managed by Dale Cawl- 
field. Grand opening visitors re- 
ceived souvenirs. Balloons were 
given to children. Tools, paints, 
lumber and hardware are car- 
ried for builders and home- 
owners. 





OCTOBER ISSUE 
Will Feature 
Christmas Gift Giving 


Items . . . Plus Holiday 
Store displays 
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LINK HANDLESS 
HANDLE BEST & 


te 





5 Reasons Why: F ; 


1 Reddy-Fit Eyes eliminate most of the 
work of fitting a new handle to the 
tool. This time saving, labor-saving 
feature is a big sales advantage to 
you and your customers. 





Wood and Steel Wedges are 
fastened to each handle, further 
facilitating fitting. 





Each Link handle is accu- 
rately graded to the highest 
standards in the industry, 
and is inspected at least five 
times during the manufac- 
turing process. 





Foil stamping on each Link 
handle ends confusion. Each 
handle is identified as to 
name, pattern number and 
weight tool it fits. 





Handle labeling is coordi- 
nated with information con- 
tained in catalog A and wall 
chart B illustrated at right. 


SLEDGE HANDLES 


Pattern No, 68 — For 6 and 
8 Ib. tools. 

Pattern No, 1016—For 10-16 
Ib. tools 

Pattern No. 1824—For 18-24 
Ib. tools 


There is a Link program for 
you which will help you 
sell more handles — more 
profitably — ask about it. 


OPLINK| 


HANDLE COMPANY 


Manufacturers of 


lengths 24” to 42” 


America's Finest Handles P {NM dang rae 
SALEM, INDIANA e 2 — 


Write today for FREE copies 
of Wall Chart B and Catalog A 
illustrated above 


THINK AND YOU'LL HANDLE LINK 
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BLUE BIRD 


Blue Bird is everybody's candidate. 
He gives you a complete snip de- 
partment in this colorful, compact, 
self-service display. It's yours free 
when you buy just six assorted Blue 
Bird snips. It hangs on wall or perf- 
board and holds 3 or more snips of 
each number from your stock. Vote 
Bive Bird now! 


Cash in on bonus profits 
with the Fall Promotion 


BERGMAN SPECIAL 


Be an early bird... see 
your Blue Bird jobber now. 





BERGMAN 
TOOL MANUFACTURING CO., INC. 
1573 Niagara St. Buffalo 13, New York 


Manvfacturing Fine Quality Tools for 60 Yeors 
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SCHEDULE OF CONVENTIONS AND SHOWS 


Sept. 25-27 PHOENIX GIFT & JEWELRY SHOW, Hotel Westward 
Ho, Phoenix, Ariz. (Trade Shows Ltd., 3510 Council St., 
Los Angeles 4, Calif.) 


Sept. 25-28 1960 CONVENTION-EXPOSITION OF ASAHC & 
NBHA, Hotel Sherman, Chicago, Ill. (Sponsored by the 
American Society of Architectural Hardware Consul- 
tants and National Builders Hardware Club. 


Sept. 27-28 10th ANNUAL PACIFIC NORTHWEST GARDEN SUP- 
PLY SHOW, Masonic Temple, Portland, Ore. (Oregon 
Feed & Seed Dealers Association, Russ Hays, Lewis 
Building, Portland 4, Ore.) 


NATIONAL HARDWARE SHOW, Coliseum, New York 
City, N. Y. (Frank Yeager, Managing Director, 331 
Madison Ave., New York, N. Y.) 


AMERICAN HARDWARE MANUFACTURERS ASSO- 
CIATION CONVENTION, Dennis and Shelburne Hotels, 
Atlantic City, N. J. (Arthur L. Flaubel, 342 Madison Ave., 
New York 17, N. Y.) 


NATIONAL WHOLESALE HARDWARE ASSOCIA- 
TION CONVENTION, Dennis and Shelburne Hotels, At- 
lantic City, N. J. (Thomas A. Fernley, 1900 Arch St., 
Philadelphia, Pa.) 


NATIONAL PAINT, VARNISH & LACQUER ASSOCI- 
ATION, INC., 73rd annual meeting, Drake Hotel, Chi- 
cago, Ill. (NPVLA, 1500 Rhode Island Ave. N. W., Wash- 
ington 5, D. C.) 


MID-AMERICA LAWN, GARDEN & OUTDOOR LIV- 
ING TRADE SHOW, Navy Pier, Chicago, Ill. (Frank M. 
Yeager, managing director, 331 Madison Ave., New York, 
N. Y.) 


NATIONAL RETAIL LUMBER DEALERS ASSOCIA- 
TION CONVENTION & SHOW, Civic Auditorium, Brooks 
Hall, Mark Hopkins and Fairmont Hotels, San Francisco, 
Calif. (Martin C. Dwyer, exposition director, suite 302, 
Ring Building, 18th & M Sts., N.W., Washington, D. C.) 


17th ANNUAL NATIONAL WARM AIR HEATING & 
AIR CONDITIONING ASSOCIATION CONVENTION, 
Statler-Hilton Hotel, Cleveland, Ohio (James M. Martin, 
managing director, NWAHACA, 640 Engineers Building, 
Cleveland 14, Ohio) 


INTERNATIONAL HOME FURNISHINGS MARKET, 
The Merchandise Mart, Chicago, Ill. (Thomas V. King, 
The Merchandise Mart, Chicago, III.) 


ANNUAL NATIONAL RETAIL MERCHANTS ASSO- 
CIATION 49th CONVENTION, Statler-Hilton Hotel, 
New York City, N. Y. (Stephen K. Hall, NRMA, 100 West 
31 St., New York 1, N. Y.) 


. 16-20 NATIONAL HOUSEWARES EXHIBIT, Navy Pier & 
Drill Hall, Chicago, Il]. (Dolph Zapfel, The Merchandise 
Mart, Chicago, Il.) 


For additional information about the conventions and shows listed above 


and others not listed in this issue, write to HARDWARE WORLD Service 
Bureau. 
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NEWS 


PORTLAND P & K ELECTS OFFICERS 





NEW OFFICERS FOR 1960-61 were recently elected at 
the Portland Pot & Kettle Club. Incoming and outgoing 
officers are (bottom row left to right): Ist V.P.—Arnie 
Eckeblad, Northern Wholesale Hardware Co.; president—- 
George Tupper, The Vinton Co.; past president—Tom 
Jones, Woodlee-Jones Co.; past secretary—Jack B. Heckt, 
Jack Heckt & Associates. Top row are: past treasurer— 
Dale Whitley, The Vinton Co.; 2nd V.P. Ted Erickson, 
Erickson-Gruber Co.; treasurer—Hall M. Simons, Hall 
M. Simons Co.; and secretary—Milton H. Reiter, Milton 
H. Reiter Co. 


Housewares Reclassified—Cont. from Page 51 


ing 50 per cent of total floor space. 

“We have actually created the same sort of at- 
mosphere to be found in a gift shop,” Kealiher 
said. By use of pastel colors, the same sort of 
artistic draperies and props which a gift shop 
employs, we created a departmental appearance 
which would attract women in from the street, 
just as would a gift shop. The acutal percentage 
of gift items is small, but the gift-buying done in 
terms of housewares items which one woman 
gives another, is excellent.” 

Concurrently with the change, Kealiher in- 
creased his housewares inventory to $15,000, a 
respectable percentage of the overall $40,000 in- 
ventory at store opening time. While, at first 
glance, this proportion may seem out of balance, 
Kealiher simply points out that he has been able 
to effect a five-time turnover and that the depart- 
ment has justified the investment in every way. 

A following step was the employment of three 
veteran saleswomen, one a part-time worker. All 
of them have had long experience with housewares 
items of all sorts and can be depended upon to do 
a smooth, efficient selling job. “We have deliber- 
ately de-emphasized selling however,” Kealiher 
said, “in favor of encouraging women to come in 
and browse. The mere fact that we extend this as 
a personal invitation, with a welcome toward 
handling the items on display, scores heavily with 
most women, we have found.” 





NEXT MONTH... 

ANNUAL CHRISTMAS GIFT ISSUE. It will include 
many pages of photos of hardware store holiday 
windows and ia-store displays. 
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Do floor nails 
rip into your 


Holt demountable 
drum cushion keeps 
rental sander 
always working 


For rugged 

rental trade. 

Only Holt Streamliner 8 
Floor Sander 

exhausts dust thru 
removable handle. 


When you rent Holt sanders you have the profitable advantage of 
patented demountable drum cushion that you can replace on the 
job or in your store in a matter of 5 minutes. All you have to do 
when the inevitable damage to cushion occurs, is loosen one nut, 
take off the old cushion, slip on the new one—and you're in 
business again. You don’t even remove the drum—just the cushion 
itself comes off. Thus there’s no lost rental while waiting a num- 
ber of days for an exchange drum from the factory, or for a re- 
paired cushion to “set”...no need to tie up capital in spare drums. 


To remove cushion, 
loosen this nut. 


Slip off old, slip 
on new cushion. 


Another exclusive advantage for you is the streamlined design 
of the Holt rental sander. For example, there’s no separate pipe 
for dust exhaust. Dust is carried up thru the handle pipe into the 
dust bag, leaving the machine free of gadgets that catch and 
break. It’s easy to put into and take out of private automobiles. 
For full details, mail coupon NOW. 
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{fj " come co. 


669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


HOLT MFG. CO. Dept. K-9 
669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


Please send me folders describing Holt rental machines. 


NAME POSITION. 








FIRM 





ADDRESS. 
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There's just one 
reason why more 
stores sell Atlas 
Tacks, Nails and 
Brads than any 
other brand: 


BETTER 
PROFITS 


But there are four 
reasons why they 
make better profits 
with Atlas: 


1. Better displays 











2. Better packages 
3. Complete line 


“FASTER 
TURNOVER 








Five to seven turns per year is the 
rule — not the exception — when 
stores display their most popular 
Atlas items in these proven self- 
service displays. At 15¢ for a full 
2 oz. box, customers get up to 
100% more merchandise and you 
get 65% to 100% more profit. No 
strain...less work...more money. 


Fast, Regular 
Service 

Monthly Carload (ATLAS 
Shipments ww, 


810 
ct 
= 


J 
oe 


las: 
QS vr 


HENDERSON, KENTUCKY 
Represented in the West for over 50 years by: 
HUGHSON & MERTON: Los Angeles 
San Francisco « Seattle » Salt Lake City 
For Details Circle 38 on INQUIRY CARD 
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Voorhees Co. 
(Continued from page 47) 


where he worked until 1937. At 
that time he joined Marshall- 
Wells Company of Portland, 
Oregon, first as a warehouse- 
man. He worked up through the 
general office and as outside 
salesman in the Yakima Valley 
(Washington) territory. Before 
becoming a member of the 
Army in 1943 he was in the 
buying department. He now 
covers the states of Oregon, 
Washington, Montana, Idaho 
and Wyoming for the firm. 

The oldest member of the firm 
in point of service is Willard V. 
Baker who is known to the 
trade as Bill Baker. He was 
born in the state of New Jersey. 
While a teen-ager he came West 
and experienced a wide assort- 
ment of jobs, the most interest- 
ing of which was that of “fall- 
er” in the Douglas fir forests of 
Oregon. In 1925 he joined the 
Maxwell Hardware Company in 
Oakland where he soon worked 
his way from the receiving de- 
partment to the counter, a posi- 
tion he held for many years. In 
1931 he joined the Voorhees or- 
ganization and covered all of 
California. He settled in Los 
Angeles in 1935, covering South- 
ern California, Arizona, New 
Mexico and E] Paso. 

Last September Bill Baker’s 
son, J. (Jack) W. Baker, joined 
the firm and has been working 
with his father in covering this 
rapidly growing territory. Jack 
graduated from Whittier Col- 
lege last summer and prides 
himself as a fellow alumnus of 
Vice President Nixon. 

W. R. Voorhees, Sr., died in 
December, 1955. (HARDWARE 
WORLD has presented the firm 
with a membership to their 
Western Hardware 50- Year 
Club, awarded posthumously to 
W. R. Voorhees, Sr.) 

Subsequently Bill reorganized 
the agency under the present 
name of W. R. Voorhees Com- 
pany. The firm with its ex- 
perienced and active crew cov- 
ers the entire 11 Western states 
plus El Paso, Texas, and Van- 
couver and Victoria, B. C. 


TURNBUCKLES 





_ SPACE-SAVING 
~ ASSORTMENTS 


STIMULATE 
SELF-SERVICE, 


SPEED TURNOVER 





TURNBUCKLES 


52 Turnbuckles in 10 fast 

selling sizes and styles. Attractive 14° 
x 6” all metal display panel in 3 colors. 
Unit packed for shipment. A complete 
line. Available from open stock. 





EYE BOLTS 


Ten each of the most 
popular sizes of Eye Bolts, 
boxed by size. Sturdy 14” x 6” all metal 
display panel in 3 colors. Unit packed. 
Open stock Eye Bolts in 8 thread sizes. 





U-BOLTS 





Ten each of the 5 most popular sizes 
of U-Bolts, boxed by size. 14” x 6” all 
metal display panel in 3 colors. Unit 
packed. Also available from open stock. 





LAG THREAD 

EYE BOLTS 
80 bright zinc plated Lag 
Thread Eye Bolts in 6 
popular selling sizes. Packed for ship- 
ment with durable, colorful 14” x 6” dis- 
play panel. Available in open stock. 


ORDER FROM YOUR WHOLESALER 


 oewe ete e 
“ONE GOOD TURN (BUCKLE) DESERVES ANOTHER” 
BOX 333, MICHIGAN CITY, IND. 
FACTORY: GRAND BEACH, MICH. 
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FREE 


LITERATURE 


TO RECEIVE ANY OF THIS PRINTED MATTER CIRCLE 
NUMBER ON INQUIRY CARD PAGE 61 


ILLUSTRATED PRICE SHEET 
for all products from Red Devil 
Tools is now available free to hard- 
ware dealers. The 12-page list gives 
dealer costs and list prices on the 
complete Red Devil line of glaziers’ 
tools, putty knives, wall scrapers, 
wood, paint and glass scrapers, 
Dragon Skin steel sandpaper, paint 
conditioning machines and floor and 
counter merchandisers. The new 
price sheet is issued in conjunction 
with the new No. 24 Red Devil cata- 
log. 

For Details Circle 201 on INQUIRY CARD 


FREE FIXTURE PLAN, made 
available by Masonite Corporation, is 
available to hardware dealers. The 
unit is a pyramid-type fixture suit- 
able for the display and storage of 
various types of merchandise. It is 
6 ft. long, 2 ft. 6 in. wide and 4 ft. 
6 in. high. Hinged doors cover the 
storage space inside. Three tiers of 
setback shelves are built as boxes 
and then nailed together. The store 
craftsmen can build the unit readily 
of light lumber and Masonite, em- 
bossed or woodgrained hardboard. 

For Details Circle 202 on INQUIRY CARD 


VULCAN ELECTRIC COMPANY 
CATALOG, eight pages, contains de- 
tailed specifications and prices on 
Vulcan Electric Company’s complete 
line of electric melting pots for 
solder, lead, glues and compounds. 

For Details Circle 200 on INQUIRY CARD 
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HARDWARE-HOUSEWARE GIFT 
ITEMS are handsomely displayed in 
this 16-page catalog. “Book of Gifts” 
has about 90 name-brand merchandise 
gifts with four special coupon fea- 
tures, plus many other items offered 
at special prices. Produced by Meyer 
Merchandising Service, the catalog in- 
cludes eight pages in full color. 

For Details Circle 213 on INQUIRY CARD 
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GIFTWARES AND FLORAL AR- 
RANGEMENTS CATALOG from 
Keen Industries, Inc. Full-color, 12- 
page catalog shows full line of Andre 
Pierre polyethylene floral arrange- 
ments and wax fruit displays. Other 
items in catalog include wire center- 
pieces, candelabra, planters and nov- 
elty designs. 

For Details Circle 203 on INQUIRY CARD 


“STANDARDS VS. SPECIALS” is 
an eight-page two-color brochure de- 
signed to answer questions on mate- 
rial handling trucks. Five pages of 
illustrations show how special and 
standard trucks are presently being 
used for warehousing. Published by 
Automatic Transportation Company, 
Division of Yale & Towne Manufac- 
turing Company. 

For Details Circle 204 on INQUIRY CARD 


“LITTLE THINGS THAT COUNT” 
is booklet from Union Carbide Chem- 
icals Company with checklist for 
campers, swimmers, fishermen and 
all others who like outdoor enjoy- 
ment. Safety tips are also included 
along with the checklists for each 
activity mentioned. Some 25 items 
are listed which can be tied in with 
a display for summer promotion. 

For Details Circle 205 on INQUIRY CARD 


CONSUMER SALES BROCHURE 
from The Day & Night Manufactur- 
ing Company. Three-color brochure 
has six pages giving complete prod- 
ucts information on Oasis gas air- 
conditioner. One page is devoted to 
a simplified diagram and explanation 
of the operating principles of an ab- 
sorption cooling system. 

For Details Circle 206 on INQUIRY CARD 


HANDY GUIDE TO AUTO 
LAMPS has specifications for various 
makes of autos from 1946 through 
1960. From Westinghouse Electric 
Corporation, the manual lists correct 
light bulb number plus cross refer- 
ence table for principal types of for- 
eign lamps. Sketches of bulb bases 
and other illustrations are provided. 

For Details Circle 207 on INQUIRY CARD 


AMERICAN NAILS CATALOG 
describes and illustrates many of the 
(Continued on page 66) 











DON’T GET BOGGED DOWN 


To Greater Sales 


Stock up on FREEWAYS? 


the Fastest Selling 
BROOMS in the West 





There is no cleaner sweep than 
in your warehouse when FREE- 
WAYS start selling themselves. 
You won't have to wonder where 
the FREEWAYS went to—you'll 
know! Into the hands of very sat- 
isfied customers!!! 
FREEWAY - the all purpose 
broom for patios, sidewalks, and 
barbecue areas. 

With DURATEX plastic fibres that 
pick up dust by magnetic action, 
FREEWAY brooms are excellent 
for industrial and farm use also. 
Impervious to commonly used 
petroleum and caustic products. 
Outlasts conventional brooms three 
to one. 

Each broom guaranteed for one 
year—there’s a tag attached to each 
broom to prove it. 


AMERICAN 
[| =\euse BROOM CO. 


114 Fern Street 
San Francisco - ORdway 3-889! 
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GREENLEE 
HAND and 
POWER BITS 


Self-service packages! 
Handy Sets! Bring extra 
impulse sales 


Here’s the fast-selling combi- 
nation of auger and power bits 
to meet most customers’ re- 
quirements. Streamlines your 
inventory ... speeds turnover 
... ‘packed with buy appeal” 
to bring you the newest, best 
way to display and sell bits. 


GREENLEE SOLID-CENTER 
AUGER BITS 


(Left) in individual Perma- 
Pak for pegboard and counter 











display ... invites customer in- 
spection, provides permanent 
container after purchase. In 
sets of six with FREE metal 
workbench rack .. . packaged 
in colorful display carton. 


GREENLEE Z/P BIT 
WOOD BORING POWER BIT 


(Right) with exclusive nonslip 

hex shank . . . individually 

carded for pegboard and 
counter display 
Sets of 6 and 11 
bits with FREE 
metal rack, or set 
of 6 in plastic 
roll... packaged 
in colorful dis- 
play carton. 





Ask your wholesaler for free metal display panel 


for GREENLEE hand and power bits. 


ORDER FROM YOUR WHOLESALER NOW 


¢ 


TOOLS FOR CRAFTSMEN 
GREENLEE TOOL CO. 
GRE. LEE 1888 Columbia Avenue 


Rockford, Illinois 








tor electric dritis 1/4" and targer 











FREE LITERATURE 


10,000 different types and sizes of 
nails. The catalog comes from Amer- 
ican Steel and Wire Division of 
United States Steel Corp. 

For Details Circle 208 on INQUIRY CARD 


MASTICS AND ADHESIVES are 
described and listed in file folder lit- 
erature from Chicago Adhesive Prod- 
ucts Company. Specifications on each 
of the company’s 36 products are 
included. 

For Details Circle 209 on INQUIRY CARD 


500 LINE CATALOG OF POWER 
TOOLS from Skil Corporation. Cata- 
log has 24 pages in two-color. Eight 
pages are included on Skilsaw and 
power saw accessories. Complete spec- 
ifications and retail prices are given. 
Power drills and power units along 
with snap-lock tools are also illus- 
trated and described. Sanders, routers 
and their accessories are in the cata- 
log as are lawn and garden tools. 
Back cover of catalog lists factory 
branch service plants. 

For Details Circle 210 on INQUIRY CARD 


“HOW TO SERVICE AUTOMATIC 
SPRAYS” is a four-page manual for 
repairs and service to thumb-con- 
trolled kitchen sink sprays. Published 
by Automatic Spray Service Center, 
Los Angeles, the brochure gives step- 
by-step instructions on replacing worn 
parts, how sprays operate and how to 
order parts. Included are exploded- 
view illustrations of the sprays and 
their parts. 

For Details Circle 211 on INQUIRY CARD 


“HOW TO BUILD YOUR BUSI- 
NESS BY SELLING THE WAY PEO- 
PLE BUY ... ON TIME?” is the title 
of a booklet available from Goulds 
Pumps, Inc. Written by the general 
sales manager of the company, Eric 
E. Backlund, the book gives practical 
suggestions on how you can upgrade 
individual sales, increase overall busi- 
ness and reduce accounts receivable. 
It explains the advantages of finance 
selling and the benefits to dealers who 
use Goulds Finance Plan. 

For Details Circle 212 on INQUIRY CARD 


BOOKS—For Sale and Resale 


CHILDREN’S ROOMS AND PLAY 
YARDS is a book for parents who 
want to make their homes a fun place 
for their children. A Sunset Book, 
from Lane Book Company, it has 
more than 400 photographs, plans and 
sketches in 96 pages. Included are 
bedroom areas, playrooms, small- 
scale furniture, toy storage and other 
ideas. One section is devoted to out- 
door play areas with surfacing mate- 
rials and play equipment that can be 
made by parents for their children. 
Retail price of book is $1.75. 

For Details Circle 235 on INQUIRY CARD 
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IN MEMORIAM 





DOUGLAS McCANN 


Douglas F. McCann, 53, assistant 
secretary and operations manager of 
Waring Products Corporation, Win- 
sted, Connecticut, died on July 31, 
1960, after several months’ illness. 

McCann joined Waring, a subsid- 
iary of Dynamics Corporation of 
America, as operations manager in 
1945, following three years with the 
War Production Board in Washing- 
ton, D. C., where he served as as- 
sistant to the labor director of the 
Consumer Durable Goods Division. 
From 1930 to 1942, he was with the 
General Electric Company. 


John L. Goodnow, 59, 1727 W. 25th 
Street, Los Angeles, died July 28, 
at the Long Beach Veterans Hos- 
pital. A native of South Portland, 
Maine, he had been a resident of 
California since 1923. He had been 
employed since 1923 by the Union 


Hardware & Metal Company of Los 
Angeles and for the last 32 years 
as a member of their Sales organiza- 
tion. 

He is survived by his widow, his 
mother, two sisters, and two brothers. 


MALCOM M. MURRAY 


LEWISTON, Idaho—Malcolm Mc- 
Leod Murray, 81, died here August 
16. Murray was vice president of 
Erb Hardware Company, wholesale 
firm here, until his retirement in 
1957. He first joined the company in 
1909 when it was then named Cash 
Hardware Co. 

Murray was born in Scotland. He 
came to Canada with his parents 
when he was three. He was well 
known in eastern Canada and the 
U. S. for his professional hockey 
playing. He came West in 1901 and 
worked for lumber companies in Spo- 
kane and Coeur d’Alene. 

Murray is survived by two daugh- 
ters, Mrs. E. S. Bent and Mrs. Rob- 
ert E. Joseph. 





PEEL-COV WM fa == 


A natural scent, heat-activated bya JON-E Warmer, 


write TOD 
waves BROS. T 


lures deer to hunters . . . hunters to your store! 


NEWS 





Bond New President 
Of Sila-Flex, Inc. 


COSTA MESA, Calif. — James D. 
Bond has been appointed president of 
Sila-Flex, Inc., here, the recently ac- 
quired subsidiary of Ekco Products 
Company. 

Sila-Flex manufactures glass-fiber 
fishing rods and other tubular glass- 
fiber products used in sports, industry 
and defense. 


New Butler Warehouse in L. A. 


LOS ANGELES — A new 200,000 
square foot warehouse for the Butler 
Brothers division of the City Products 
Corporation of Chicago will open here 
Oct. 1, and will double the capacity of 
the company’s West Coast merchan- 
dise distribution operations. Butler 
Brothers serves primarily 136 fran- 
chised Ben Franklin variety stores in 
10 Western states, including 11 stores 


in Hawaii, and seven units in Alaska. 


) 

QUALITY LEVELS # 
A LEVEL 1 
FOR EVERY BEED | 
Toi 


lifetime 
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HOW IT WORKS. Saturate pad in metal CLIP 

with Deer-Coy and snap CLIP onto JON-E 

WARMER. Carry when stalking deer or place 

nearby while on a stand. The heating of this 

natural scent simulates nature’s way of warming 

the deer’s musk glands to give off a deer- 

alluring odor. 

NOTE: Because DEER-COY is made from actual 

deer musk glands, from the preceding year’s deer 

kill, the supply is limited. Order from your 

jobber TODAY! 

PACKED 6 BOTTLES and 6 CLIPS to 4-color 

attractive display card illustrated above. 

Rottle of DEER-COY plus CLIP, list. . . . . . $2.45 

Extra DEER-COY bottles list @ $1.95 ea., Clips @ 50c ea. 

MFG, ONLY BY ALADDIN LABS. INC., 620 S. 8th ST., MINNEAPOLIS, MINNESOTA 
For Details Circle 42 on INQUIRY CARD 


MARSHALLTOWN 








MARSHALLTOWN TROWEL COMPANY «¢ MARSHALLTOWN, IOWA 
For Details Circle 44 on INQUIRY CARD 
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DRAPER-MAYNARD SPORTS EQUIPMENT 


One is best! 


Just like “too many cooks spoil the broth” — the more sporting goods lines 
you have, the more headaches! More costs, too! You save when you stock and 
sell the one complete line of sports equipment your customers know... 
Draper-Maynard and MacGregor golf and tennis. You reduce inventory head- 
aches, brand confusion, duplication of orders, effort and paper work. In their 
place you get a complete line, with quality assured, quick delivery, faster 
turnover and higher profits. Get the full story. Write today for complete in- 
formation, catalogs, and name of your nearest Draper-Maynard wholesaler. 


wind DRAPER-MAYNARD SPORTS EQUIPMENT 


‘ a division of The MacGregor Co. 
Me Kathy Dog hind 4861 Spring Grove Avenue, Cincinnati 32, Ohio 


For Details Circle 45 on INQUIRY CARD 
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CORNER 


GUEST EDITOR 
WALLY ROBBINS 


Cornwell & Kelty Hardware & Sporting Goods Store 


Glendale, California 


SMALL BORE COMPETITION CREATES BUSINESS 


ROMOTION is the essence of good business. 
The Cornwell & Kelty Hardware & Sporting 


Goods Store, with whom I am employed, has al- 
ways been an enthusiastic believer of the personal 
promotion idea. 

There are three of us employed in our sporting 
goods department and each one of us specializes 
in a different field of activity: Albert Cornwell, 
the original owner, and now Glenn Cornwell, the 
present owner, have always been active in civic 


ths a 


GUN CLUB RACK has nearly $3600 worth of 
small bore equipment. Membership of local club 
totals 39 shooters. 


SEPTEMBER 1960 


affairs. They have successfully promoted the 
greater part of the city and school athletic equip- 
ment for our store. 

My specialty is the shooting game, especially 
the .22 small bore rifle. Years ago, before World 
War II, contact was made at our store with just 
a few fellows interested in starting a rifle club. 
It was a labor of love on my part. Small bore 
shooters are a breed of their own, and their en- 
thusiam once aroused knows no bounds. We had 
to start our club from scratch. Enthusiam, real 
hard work, and perseverance really paid off. 

Taking a personal interest in the tyro, or new 


DISPLAY BOOTH set up at local club grounds during 
shoot. Mrs. Robbins presides over rifles and scopes. 


69 





BEGINNING CLUB may lack facilities, but not enthu- 
siasm. Rough firing line serves purpose. 


shooter, creates a relationship that gives personal 
satisfaction along with making a good and loyal 
customer. Many of our customers are of twenty 
years or more standing and are still our friends 
and loyal buyers of our merchandise. I have al- 
ways tried to gage the financial standard of a po- 
tential shooter and have suggested the best equip- 
ment possible within his finances. Many young 


shooters are on a strict budget and a good outfit 
is suggested as follows: Target rifle, fully equip- 
ped with metallic sights, about $50; spotting 
scope, $30; scope stand, $9.95; loading block. $2; 
rifle coat, $20; shooters glove, $5; plus necessary 
ammunition. This is basic dependable equipment. 


I enjoy helping a new shooter and take a great 
personal satisfaction in seeing him make good. 
One must be very patient, and never be too busy 
with his own shooting to answer the many ques- 
tions of the new shooter or the onlooker who may 
be a potential new shooter. After your tyro has 
attended several matches and has won a few 
medals, he starts thinking about better equipment. 
He sees other shooters with better equipment, and 
longs to have more precision equipment for him- 
self. For the better equipment, a rifle will cost 
approximately $180, spotting scope $115, stand 
$17.50, rifle scope $125 and shooting mat $17.50. 
I help him dispose of the original equipment 
thereby saving him time and money and making 
new friends with the used merchandise. 

Small bore shooting is not a spectator sport, 
but we have made it a family affair. There are 
many husbands and wives who shoot together and 
we have pot luck dinners at the range for the 
families to attend. Our trophies and medals bear 
the feminine taste in mind. The wives help to 
score targets, run lunch counters and enter into 
the social part of the meets. Sometimes, at a 
two-day match, my wife will watch over a small 
display of our merchandise. We have made many 
out of town customers that way. I have always 
been enthusiastic about the Junior Shooters, and 
have given my time and instruction to many of 
them. Some of them have grown up to become 
state champions, and are still my loyal customers. 

Small bore shooting is more or less a specialty 
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WITH RIGHT PROMOTION and work, club facilities in- 
cluding firing line can be made to look like this. 


line. The source of supply is thinly spread from 
a jobbing stand point. It would be well for the 
prospective dealer to contact one of the larger 
distributors of these special items. Through the 
media of your trade magazine, HARDWARE 
WORLD, these specialists are listed. These firms 
will go out of their way to help any dealer get 
started from the merchandise angle. 

In California, we are blessed with weather con- 
ditions that permit outdoor shooting the year 
around. However, this same type of equipment 
is used on the indoor gallery range and can be 
just as productive from the promotional stand- 
point as the outdoor range. The more a dealer or 
a salesman enters into the club the better the 
promotional standing. I have served as car- 
penter, clean-up man, club officer, instructor or 
what have you. The friends and customers I have 
made through the rifle shooting club are a con- 
stant satisfaction to me personally and to our 
store financially. 

When once you have made a loyal customer, 
every department in the store profits. Through 
my contacts at the rifle range I have sold many 
items not connected with rifle equipment. I am al- 
ways happy to bring out to the range any item 
requested from our store. The personal interest 
in our customers is our greatest asset in competi- 
tion with chain stores or big department stores. 


— ~ St ls 


SMALL BORE SHOOTERS travel miles to attend shoot. 
Camping at site means meeting new and old friends. 
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SPORT SHORTS 


FALLS PROMOTION BY THERMOS 


THE PERFECT LURE, according to 
The American Thermos Products 
Company, is an attention-getting 
window display to get customers. By 
using available sports props and 
company-supplied window streamers, 
these windows are easy to set up. 
The size of the huge sporting market 
can be understood by the number of 
people who take part in just two ac- 
tivities—-22 million attend football 
games and 15 million buy hunting 
licenses. The window pictured above 
was decorated by using materials 
from the sports department and by 
use of the Fall Sports Promotion 
aids from Thermos. 
For Details Circle 250 on INQUIRY CARD 


Red Kleenex 

Flare red Kleenex tissues in the 
“hunters’ pack” will again be offered 
to sporting goods outlets this fall by 
Kimberly-Clark Corporation. The 
pocket-size package of red _ tissues 
first was introduced last fall. It was 
well received by outdoorsmen, ac- 
cording to the company. 


A $3500 Shotgun 


A $3500 shotgun has been on dis- 
play throughout the West this sum- 
mer. The gun is a handcrafted de- 
scendant of Winchester’s standard 
Model 21. The custom-crafted Model 
21 double-barreled shotgun can be 
purchased only by special order. The 
gun is tailored to the individual’s 
particular dimensions and _ specifica- 
tions. A Winchester gun fitter su- 
pervises all fittings. The firearms 
are hand-assembled in a special shop, 
where the parts of each gun are cus- 
tom fitted. Two other grades of the 
Model 21 are available, priced at 
$1000 and $2000. The guns have been 
on display at Abercrombie & Fitch, 
San Francisco, and at Meier & Frank 
Company, Portland. 
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Animal Trap Co. 
Receives AHA Award 


The American Humane Association 
presented an Award Certificate to 
Animal Trap Company of America, 
Lititz, Pa., for Marketing the Victor 
Conibear trap. AHA hailed the trap 
as the first major advance in more 
than 300 years of trapping wild ani- 
mals. The award ceremony took 
place in Victoria, B. C. Vernon G. 
Heichel, mid-west representative for 
Animal Trap Co., accepted the award 
in behalf of the company. It was 
presented by Lew E. Williams, AHA 
director from Portland, Ore. Frank 
Conibear, Victoria, inventor of the 
Victor Conibear trap,.was also hon- 
ored. 


Salmon Tournament for Kids 

San Francisco Bay Area will be 
the scene of Salmon Fishing Tourna- 
ment on September 18. The event is 
being sponsored by the Junior Cham- 
ber of Commerce as part of the Pa- 
cific Festival Program. Trophies and 
prizes for men, women and junior 
classes are offered and any regis- 
tered person on any boat is eligible 
to win. Registration forms will ap- 
pear in local newspapers and at bait 
shops. Registration fee is $2.50. The 
tournament is a non-profit event. Of- 
ficial weigh-in stations will be lo- 
cated at three points of return, San 
Francisco, Sausalito and the East 
Bay. 


Wen-Mac Sold to AMF 

LOS ANGELES—The Wen-Mae 
Corp. has been acquired by American 
Machine & Foundry Co. of New 
York. Wen-Mac is a manufacturer 
of hobby toy engine airplanes. The 
new acquisition by AMF will operate 
as a wholly-owned subsidiary in the 
“leisure time” field. Other AMF ‘di- 
visions in this field are Voit, Whit- 
ley, Inc.. AMF Wheel Goods and 
AMF Magic Triangle bowling equip- 
ment. 

Wen-Mac will retain’ its manage- 
ment group. Present president of 
the firm is Leonard McRoskey. 


Riviere Named Airex 
Sales Head 

Jay Riviere has been elected vice 
president in charge of sales for 
Airex Corporation, New York, N. Y. 
Airex is a division of The Lionel 
Corporation and is a manufacturer 
of sporting goods and fishing tackle. 
Riviere has been a professional 
golfer. He succeeds Redge Purnell, 
who is retiring from the firm. 


Baudhuin Elected Valspar Head 


Ralph J. Baudhuin has been elected 
president of Valspar Corporation, 
Ardmore, Pa. He is one of the co- 
founders and president of Rockcote 
Paint Co., Rockford, Ill. Valspar held 
a reorganization meeting in Ard- 
more. 


——SPORTS NEW PRODUCTS 


tes 


“INSIDE-OUTSIDE” golf swing de- 
vice. Practice aid is 5 x 9 inches. 
Plastic tee plate has two discs to tell 
if swing is wrong or right. Ball can 
be used outside.—Magi-Groove Co. 
For Details Circle 265 on INQUIRY CARD 


“STICK-ON boat numerals are pres- 
sure sensitive plastic. Said to bond 
to any material without peeling. 
Withstands salt water, oil and gaso- 
line. Made of vinyl, three inches 
high.—Trafficade Corp. 

For Details Circle 266 on INQUIRY CARD 


SS 
\ 


DISTRESS FLARES for hunters can 
be shot from rifles or shotguns. Ex- 
plodes at 500 feet. Glowing red ball 
visible mile on ground or farther over 
water.—Marsh Coulter Co. 

For Details Circle 267 on INQUIRY CARD 
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Use Inquiry Postcard for Further Information About SPORTS NEW PRODUCTS 





FISH ARE AT MERCY of fishermen 
who use this portable fish Lo-K-Tor. 
Electronic fresh-water fishing device 
so sensitive it can locate the smallest 
single fish—The Lowrance Electronic 
Mfg. Corp. 

For Details Circle 256 on INQUIRY CARD 


HOT KARTING ENGINE 


The Little Snarler specifically engi- 
neered for karting competition fea- 
tures high horsepower per cubic inch 
displacement is designed for racing, 
stock or modified—Power Products 
Div., Tecumseh Products Co. 

For Details Circle 271 on INQUIRY CARD 































































































“INTERCOLLEGIATE” AND “EX- 
PERT” tennis rackets built for scho- 
lastic players and beginners features 
balance, performance and durability. 
Constructed of finest materials.—Mac- 
Gregor Co. 

For Details Circle 257 on INQUIRY CARD 


ALL-WEATHER SPORTS GARB 

The Skooba-“totes” are all-weather 
rubber suits for the ardent water 
skier. In two types, both are made of 
pure gum rubber and available with 
hood attached or separate. — So-Lo 
Marx Rubber Company 

For Deta‘'ls Circle 272 on INQUIRY CARD 





DON’T SHOOT! 
it’s a Decoy... 


| Stock and Sell 
The Complete Line 
of Victor Decoys 


fr, 


Life-size Tenite Plastic. Seven species. 


No. D-95. Victor Majestic Long-Life. 
Polyethylene Plastic. Three species. 


No. D-5 Victor Canada Goose. Authen- 
tic molded fiber decoy. Upright and 
feeder type heads, Also Snow Goose and 
Bive Goose. 

Also: No. D-12 Victor Deluxe Canada 
Goose; No. D-7 Victor Owl. 





eaenpenye: ‘ene Ee vt 


it’s the 


4 Aer. She heer ie tree s(t 


No. D-10. Victor Majestic Standard. more ot 


Wait ’til you and your customers see the new 
No. D-2 Victor Premier duck decoy. It’s 
been completely redesigned with a higher 
silhouette and modern broad-body realism. 
The Victor D-2 has always been popular and 
this year it should really lead the sales 
parade. Made of molded fiber; pre-balanced 
and waterproof. Mallard has head and wings 

inted with iridescent paint. Six species: 

allard, Black Duck, Pintail, Red Head, 
Canvasback, Blue Bill. 

Also No. D-3 Victor Magnum. Slightly 
larger than D-2. Nine species. 


Stock Early—Order from Your Wholesaler 


For Details Circle 46 on INQUIRY CARD 
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HAND ICE SKATE SHARPENER 
called the Glyd-o gives the perfect 
parallel sharp edge—hollow ground— 
with just a few strokes of the hand. 
Keeps blades just like new.—Turner 
Uni-Drive Company 

For Details Circle 258 on INQUIRY CARD 


THE TRAVELER sleeping bag is for 
the sportsman who likes his camping 
with station wagon comfort. Large 
enough to sleep two people, bag is 
54” wide and 84” long.—H. Wenzel 
Tent & Duck Company. 

For Details Circle 259 on INQUIRY CARD 











ARTIFICIAL RESPIRATION boat 
cushion shows Red Cross techniques 
in step-by-step illustrations. Covered 
with weatherproof vinyl leatherette 
and filled with kapok.—The American 
Pad & Textile Co. 

For Details Circle 260 on INQUIRY CARD 
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SPORTS MERCHANDISING —— 


TARP DISPLAY RACK is only 20” 
deep, 27” wide and 49” high and is 
topped by a four-color sign reminding 
customers to “Be Prepared” for all 
weather conditions—with a new tarp. 
—Fulton Cotton Mills 

For Details Circle 251 on INQUIRY CARD 





EAGLE CLAW SNELLED HOOK 
pack is designed for use on Peg- 
Boards, counters, or wall displays and 
is aimed at the self-service customer. 
Holds three gross of snelled hooks on 
72 pocket-pack cards, six snelled 
hooks to the card, 12 cards to the 
peg.—Wright & McGill. 
For Details Circle 252 on INQUIRY CARD 


K-APPLIANCES and Pop-Tent deal- 
ers are being offered this new sales 
kit containing a variety of helpful 
selling information. Included are full 
line catalog, brochure, folders, admat 
catalog, ad reproductions, and market 
information.—Queen Products 
For Details Circle 253 on INQUIRY CARD 
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In this new catalog 


any plier your customers want 








Here is a catalog with 16 pages filled with pliers of every 
description—side cutters, oblique cutters, long nose cut- 
ters, shear cutters, end cutters—a style, size and type for 
every conceivable job. Included are the new Klein midget 
patterns, hardly longer than a package of cigarettes— 
ideal for electronic work or model making. A copy of this 
catalog should be in the hands of every hardware store. 


WRITE TODAY 
Catalog 103-A, listing and describing scores of Klein 
Pliers, will be sent on request. 


"Since 1857" 


Mathias me SM LEIN 


en McCORMICK ROAD « CHICAGO 45, ILLINOIS 


For Details Circle 47 on INQUIRY CARD 








INDEX TO ADVERTISERS 





Suggested 


(This index is published as a convenience and not as a part of the advertising contract. Ever 
care is taken to index correctly and no allowance will be made for errors or failure to insert 





Retail 
$2.39 


eer, 


« accanmncati 


INDOOR-OUTDOOR HOME BELL 


Gleaming, polished 
aluminum bell, with satin 
black ship's wheel bracket. 


Suggested 
Retail 
$4.79 


BARBECUE BELL 


Good luck horseshoe bracket, polished 
aluminum bell with a clear, lasting tone. 


Suggested 
Retail 


~ 


PATIO-GARDEN BELL 
Beautiful, fully polished brass bell 


-.@ big seller everywhere, anytime. 
* Complete Line 
* High Profit 
* Big Volume 


Display packaged, full price range, 
on all year ‘round sellers. Perfect for 
a hundred uses at home or away 
-+.@ big gift item. 


Send for the Bevin Catalog 





EVIN BROS. 
MFG. COMPANY 
East Hampton, Conn. 


Sales Representatives 
John H. Graham & Co. Inc. 
105 Duane Street, New York 8, N. Y. 








Note: Figures in parentheses () refer 
to Inquiry Card Number which can be 
circled on inquiry card on page 60 
when desiring further information 
about advertisement. 


A 


The Acme Shear Co. 


Aladdin Laboratories, Inc 
American Push Broom Co 
Animal Trap Co. of America 
Atlas Tack Corp 


Otto Bernz Co 24) 
fergman Tool Mfg. Cx 
Bevin Bros. Mfg. Co 


Campbell Chain Co 
Champion DeArment Tool C¢ 
Colorado Fuel & Iron Corp 


DeVan-Johnson 
Draper-Maynard 
Dyer Specialty Co., 


Empire Brushes, Inc. (8) 


F 


The Fletcher-Terry Co. 
Forsberg Mfg. Co., Ine. 
Fuller Tool Co., Ine 


G 


The Gilbert & Bennett Mfg. 
Gleason Corp. ..... 

Gottschalk Metal Sponge Sales Corp 
The Grabler Mfg. Co. (20) : 
John H. Graham & Co., Ine. (1) 


Greenlee Tool Co 6¢ 


Front Cover 


H 


Holt Manufacturing Co 
Hyde Manufacturing Co 


Irwin Auger Bit Co 


Jordan Industries, Ine. 


K 
Mathias Klein & Sons . 


Knape & Vogt Manufacturing Co. (14) 
Krylon Incorporated sae 


0. P. Link Handle ¢ 


M 
D. N. Mallory 
Marshalltown Trowel Co 


Mayes Bros. Tool Mfg. Co 
Robert E. Miller & Co., Inc 


N 


National Manufacturing C« 


Ox Fibre Brush Co., 


P 


Pennsylvania Lawn Mower Div. America 


Chain & Cable Co 


Peters Cartridge Div., Remington Arms (« 


H. K. Porter Co., Inc. (Disston Div.) 


Proen Products Co 


Red Devil Tool 


Ss 


Sandvik Steel Inc., Saw & Tool Div 
Screw & Bolt Corp. of America (23) 
S-K/Lectrolite Tools (34) 

Southern Serew Co 


S. G. Taylor Chain Co., Inc 
Tubbs Cordage Co 
Turnbuckles, Inc 


United States Plywood Corp. 
United States Steel Products. Div. lt 
Steel Corp. 


Val-A Company 
Vaughan & Bushnell Mfg. Co. 
Victor Saw Works, Ine 


Ww 


Wilshire Manufacturing Co. . 
Woodhill Chemical Corp. 


.Back Cover 


5 
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PACKAGED 
MACHINE 
KEY STOCK 


OVER 
60 SIZES 
AVAILABLE 


The keys that changed buyers’ 
habits—12-inch lengths of cold fin- 
ished steel, zinc-coated. Made .000"' 
to + .003"' oversize; rust-proof; just 
cut, file and fit. Reduce storage 
and handling costs. Proven in hun- 


MAK-A-PIN 
12-in. lengths of 


ROUND steel bars 
It's new, it's versa- 
tile— hundreds of 
uses for repairs or 
replacement — by 
die makers, me- 
chanics, machine 
shops, farmers, do- 
it-yourselfers. Mak- 
A-Pin rounds are 
copper-coated; can 
be riveted, will cold 
bend; are easy to 
weld, easy to cut. 
Handy display pack 
contains 10, 12-in. 
bars in 7 sizes: '/" 





Ask Your Distributor 
about these other 


JORDAN Quality Items 
TOGGLE BOLTS 
BULK - CARDED - RACKS Plastic 
rT SPRAY CAN HANDLE 
] Carbide Tipped 
MASONRY DRILLS 





dreds of applications throughout to '/."". Size marked 
the world. Over 60 sizes stocked. on each bar. 


DEVAN-JOHNSON COMPANY 








514 Rathbone Ave., Aurora, Ill. 
For Details Circle 49 on INQUIRY CARD 


‘Clean up with 


GOTTSCHALK 
m= METAL SPONGES! 


One profitable Gottschalk sale leads to 
another... because these are the customer- 
pleasingest metal sponges made! Spirally 
spun from continuous strands of selected 
metals, so that, in normal use, they will not 
unravel, shed particles, or scratch the finest 
surface. A size and type for every cleaning 
and scouring job, attractively packaged 
and priced for impulse sales. Keep 
Gottschalk in stock ... and in sight! 


GOTTSCHALK METAL SPONGE SALES CORP. 


Dept. HV, Philadelphia 40, Pa. 
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for replacement 
for do-it-yourselt 


GO-CART WHEELS 


bolted 
sections lift entirely free of hub 
for fast tire repairs! All steel, 
offset hubs mean safer driving 

Zerk fittings, 
bearings, drive 


GLEASON WHEEL 


Demountable, split-rim 


No. 3206A 
Free Rolling 
Hub . 4° 

in competition. 


or ball 
hubs, sprockets, free rolling hubs. 


GLEASON CORP., 250 N. 12th St., Milwovkee 3, Wis. 


For Details Circle 51 on INQUIRY CARD 
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PLASTIC LEG TIPS 
JORDAN INDUSTRIES, inc. 


3030 H.W. 75th Street mam 47, FLA 


No. 4 Screw 
to 34’ Lag 


For Details Circle 53 on INQUIRY CARD 


KRYLON 


SPRAY PAINT 


Advertised in Life, Saturday Evening Post, Good 
Housekeeping, Better Homes & Gardens, American 
Home, McCall’s, Ladies’ Home Journal, Popular 
Mechanics, and Sunset Magazine. 


The Brand with Demand! 


KRYLON, INC. NORRISTOWN, PA. 
For Details Circle 54 on INQUIRY CARD 











Hobbies and Hardware ... go together 
like bread and butter! 


Add hobbies to hardware and you build traffic, 
build sales. build profits. Entrance into the 
hobby field is easy for hardware retailers in 
California, Oregon and Washington. You have 
access to the West’s most extensive line of pre- 
sold, brand-name model and hobby merchandise, 
plus merchandising aids, and counsel based on 
23 years’ specialized experience. Write for in- 
formation, or ask to have a representative call 


on you. 
e Distributor of Hobby Supplies 


2D. N. Mallory Wholesale only 











598 POTRERO AVENUE, SAN FRANCISCO 10, CALIFORNIA 
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1960 WESTERN WHOLESALERS’ DIRECTORY 


includes general line and major specialty 
wholesalers serving hardware retailers in the 
13 Western States. This 16-page annual 
directory gives valuable information about 
executives, buyers, territory served, types of 
merchandise handled, special sample display 
rooms, special salesmen and special ser- 


vices offered. Price $2.00. Send check to 


HARDWARE WORLD SERVICE BUREAU 
1355 Market Street, San Francisco 3, Calif. 








TEHR-GREEZE FABRIC CEMENT 
In Handy Self-Dispensing Plastic Squeeze Bottle 


Same high quality patching cement in a handy 
plastic squeeze bottle that eliminates messy pad- 
dies, brushes and waste. For the instant repair 
of tarpaulins, binder canvasses, canvasses, leather 
material or any item it can penetrate. Thousands 
of uses. Sold by leading jobbers and dealers 
everywhere. Comes in 2 o2., 6 oz. and Ié oz. plas- 
tic bottles. Larger sizes pack- 
ed in glass containers. Write 
for free sample, prices and 
literature. 


Comes in attractive 3- 
color counter display 
corton. (12 to a pack- 
oge). 


VAL-A COMPANY 
700 W. Root St. 
Chicago 9, Ill. 
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SALESMEN 

Wholesale Hardware— must have 
wholesale hardware experience. Sal- 
ary and commission. Car furnished. 
Write, giving experience, age, etc. 
Address: R. J. Sutton, The Thomson- 
Diggs Company, P. O. Box 839, Sac- 
ramento 4, California. 


EXPERIENCED REPRE- 
SENTATIVE 

With following wishes housewares 
and hardware line or lines for North- 
ern California. Will consider working 
with Los Angeles representative on 
split commission basis. Young and 
aggressive, proven ability to produce. 
Address Box A-966, care HARD- 
WARE WORLD, 1355 Market St., 
San Francisco 3, California. 





FOR SALE 
Opportunity to buy established inde- 
pendent hardware. store. Located in 
expanding So. Denver shopping center, 
established 9 years. 3,000 sq. ft. #1 
location, has S. & Q. national buying 
affiliation, above average profits, sale 
increase 1960—12%. Inventory plus 
fixtures and air conditioning book 
value approximately $30,000. No blue 
sky. Owner opening new and larger 
store. Must have cash. Write or see 
M. M. Kealiher, Owner, 619 So. Broad- 
way, Denver 9, Colorado. 


SALESMAN WANTED 

By exclusive factory representative, 
for high-quality Belgian wire and nail 
products. Commission basis. State 
territory covered. Address Box A-968, 
care HARDWARE WORLD, 1355 
Market St., San Francisco 3, Calif. 


Furniture Rest — Pintle Type 





” Rubber 


Crutch Tip Bakelite Furniture Rest 


| & 


Monopoint Glide 











Bakelite Caster Cup 
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Announcements in this section are inserted at the rate of twenty 
cents per word, including address or box number, with a minimum 
charge of $5.00 per issue, payable in advance. Send copy to 1355 
Market Street, San Francisco 3, California. 








ITIES 


1960 WESTERN WHOLESALERS’ 
DIRECTORY includes 185 wholesal- 
ers located in 63 cities in 12 of the 
Western States. This 16-page annual 
directory gives valuable information 
about general line and specialty 
wholesalers who serve the retail hard- 
ware field. Each listing includes ex- 
ecutives, territory served, types of 
merchandise handled, special sample 
display rooms, specialty salesmen and 
special services offered. Price $2.00. 
Send check to HARDWARE WORLD 
SERVICE BUREAU, 1355 Market 
Street, San Francisco 3, Calif. 

REPRESENTATIVE 
Seeking position as representative for 
Manufacturer or Agent in California. 
Have sold to wholesale hardware and 
industrial supply distributors for 30 
years. Have good reputation, wide ac- 
quaintance and experienced know-how. 
Friendly with the V.I.P. of the indus- 
try. Address Box A-967, care HARD- 
WARE WORLD, 1355 Market St., San 
Francisco 3, Calif. 





That's how to sell two wind-up 
cars instead of one! 


RUBBER CUSHION GLIDES 


Wonderful for all wood 
and metal furniture. 
Glide softly, silently, 
smoothly. Set of 4 on 
a 3-color card. 6 Sizes, 
5”, %e”, 1”, 11/16", 1%”, 1%". 


PROMPT SHIPMENT 


Ask your jobber, if he is not supplied, wr 


ROBERT E. MILLER & CO., INC., 


35 Pearl St.. New York 4, N. Y. 
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Heath Joins Gilmour 


W. H. Heath has been appointed 
sales manager of the Gilmour Manu- 
facturing Company, Somerset, Pa., 
producer of hose nozzles, reels, lawn 
sprinklers, ete. Heath had been sales 
manager of Buch Manufacturing 
Company, and previously served as 
assistant sales manager of the Diss- 
ton Division of H. K. Porter Com- 
pany. 


Love Rejoins LaPointe 


LOS ANGELES—Arthur H. Love 
has rejoined LaPointe Industries, 
Inc., as general manager of the 
Howard Housewares division. Love 
held a similar post with the company 
for seven years. He left in January, 
1959, to become a partner in the firm 
of Dryer and Love of Los Angeles, 
manufacturers’ representatives. 


Fox Retires from Star 


Star Expansion Industries Corpo- 
ration has announced the retirement 
of Harry Fox, assistant to the presi- 
dent. Fox, who was vice president, 
sales, until his promotion last year, 
served the Company for 41 years. 
The management of the Star sales 
organization was taken over earlier 
this year by Gordon M. Browne, gen- 
eral sales manager. 


Brock Appoints Rueger 


LOS ANGELES—L. R. Brock, 
manufacturer of the ‘‘California 
Flex Rake,” have appointed Rueger 
Company with headquarters here as 
their exclusive factory representa- 
tives for the 11 Western States. 

This company has been manufac- 
turing for 20 years a leaf and lawn 








rake. 


Rubber txpander 
Tubular Glide 





Carton, 
1%", iY", 
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5%”. . 
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Adjustable Rubber 


Adjustable Tubular 
Cushion Glide 


Thumb Tack Spring Type 
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ASO SERIES COUNTER DISPLAY 
measures just 27” high, 27” 
wide ... promotes over 11 dif- 
ferent items. Sturdy metal con- 
struction. Stands on counter, 
hangs on pegboard, or swings 
out from wall. 


A30 SERIES FLOOR DISPLAY 
shows off practically every paint 
sundry you sell, but uses only 
22” x 23” of floor space and is 
54” high. Big 2-sided pegboard, 
generous bottom shelf. Sturdy 
metal construction. 





(@ rides PAINTERS AND GLAZIERS TOSS mes ag ose 


tools. It’s easy t 





¥ LJ 


Ae in YOUB i Flod® Merchan- 
37 


Chal Pent 4 diser Assortm (Cost to you— 
i es ee | $90.82) 


. 


OR... One Red Devil A50 Counter Merchan- 
diser Assortment (Cost to you— 
$49.74) 


YOU GET FREE: 
WITH THE A30O — the display stand 


ALSO, six Red Devil WT1 Window 
Tools, retail value 


AND, six Red Devil UK55 Utility 
Knives, retail value 





YOU MAKE: Total retail value of FREE tools . . $13.14 
On the tools you buy 
A total of 


$73.94 profit on your investment of $90.82 
is BETTER THAN 80% MARK-UP! 


YOU GET FREE: 
WITH THE A50 — the display stand 

ALSO, twelve 9A Red Devil Sandpaper 
Holders, retail value 

YOU MAKE: On the tools you buy 

; A total of 
SANDPAPER { i % $41.04 profit on your investment of $49.74 
stn af is BETTER THAN 80% MARK-UP! 


ag In either display series, you have your choice of 8 differ- 

ent assortments of our fastest-moving merchandise. And 
remember—the free merchandise also consists of high- 

< turnover, impulse-sale items that build volume and profit. 

This is a real bargain. Each display assortment is a 
complete, compact, self-contained ‘Painters’ Tool De- 
partment,”’ and you can choose the one that best suits 
your trade. 

When you display everything together, every sale moves 
additional items. You save space, and inventory is made 
easier. Turnover increases and the extra profits are 
whopping big! 

This promotion runs from Sept. 1] to Nov. 30, 1960 

Mail the coupon 


iN 








Red Devil Tools. cept. HW-9, Union, N. J., U.S.A. 


World's Largest Manufacturer of I want to make over 80% 


Painters’ and Glaziers’ Tools — Since 1872 


mark-up. Please send me detailed cata 


log pages on the “INCREASE-YOUR-PROFIT” drive 
e Name_ 

Store Name 
e Address 


UNION, N. J., U.S.A. City 
See us at Booth +155 National Hardware Show My Regular Jobber Is 
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‘ (ERS 


(that’s my boys) 
have solved the loose- 
nut problem with a 
eawere lem elen are (eleunanleyemne 
your favorite fix-it line,” 


WUT, BOLT & SCREW 
NT 


Says Mrs. N. J. Freeman 
Vic Gelb’s ever-loving 
grey haired mother-in-law 





MOTHER knows best. . . and the best is always yours from Woodhill 
Chemical. Now her boys have come up with another natural for you 
. . . LOCK-it, the liquid lock washer. One drop seals and secures 
any wood or metal fastener. The bubble package is so pretty that it 
even brought tears to her eyes . . . and it'll bring customers to your 
store. Your jobber has LOCK-it in stock NOW. SHOW and SELL the 
complete line featuring the famous, much imitated — but never 
duplicated — DURO-PLASTIC ALUMINUM. 


And Don't Forget to See Us at BOOTH *478 NATIONAL HARDWARE SHOW 








e 
‘ 
YW prastic 


PORCELAIN REPAIR 














nd 14, Ohio “Originators and World’s Largest Mfgrs. of Plastic Metals 
CONSISTENTLY ADVERTISED IN LIFE, POPULAR MECHANICS AND GOOD HOUSEKEEPING MAGAZINES 
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